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Because here’s what dealers themselves 
say of the Enterprise Home Butchering Sup- 


plies campaign: The magnificent poster shown here is now 
available—free—in any reasonable quantity for 
@ F. A. Krembs, Krembs Hardware Co., your store. It measures 20” x 30”, and is 
Stevens Point, Wisconsin: ‘This campaign printed in full color. It designates your store 
as “Headquarters” for Home _ Butchering 
helps the farmers, Uncle Sam and our store. Supplies. 


It’s a fine merchandising idea.” 


@ Samvel B. Smith, Steinman Hardware Co., 
Lancaster, Pa.: ‘Deserves the real support of 
every rural hardware dealer.” 


@ D. Maynard Hicks, Dixon-Hicks Hard- 
ware Co., Snow Hill, N. C.: “We see the 
Home Butchering campaign as both patri- 
otic and profitable. We’re all for it.” 


@ Van D. Burchard, A. S. Burchard Co., 
Oxford, N. Y.: “You can count on us as 
solidly behind the Home Butchering 
Campaign.” 


Have you sent for your poster? Are you 


utchering to your farmer customers? Uncle —— i 


Sam wants twice as maay-hogs produced, 
red and used on the farm this year. ée: 
It’s a rich opportunity to make your store 
Home Butchering Supplies Headquarters! 
pa 
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“uaageg Grush\ 


IS NOW 
A REALITY 


After nearly two years experience 
with nylon tapered monofila- 
ment brushes, we are proud to 
announce that this outstanding 
line will be made available to 
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our dealer trade just as soon as 
existing restrictions and regula- 





tions have been removed. The 
complete line of Wooster nylon 
Brushes will be geared to the 
new era which lies ahead. There 


: 
4 


will be just the right items for 
good merchandising. Because of 
their leadership — and the ac- 


a 


ceptance of Wooster quality — 
Wooster nylon brushes are 
worth planning on. 


THE WOOSTER BRUSH COMPANY 
WOOSTER, OHIO | 
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_ you offer your customer a NUCUT File, you are 
giving him a file that is specially designed to cut more, 
faster, better, with less effort. NUCUT’S coarse teeth cut clean, 
deep, true; the fine teeth level the surface off smooth, at the 
same stroke, without skidding or scraping. 


See your jobber about the sizes, shapes and cuts you need not 


only in wood files and rasps, but also in NUCUT Machinists’ Files, 
Saw Files and Swiss Patterns. 


HELLER BROTHERS COMPANY WAVY TEETH 
America’s Oldest File Manufacturers— Good Tools Since 1836 o : L i S 


Newark, New Jersey J Newcomerstown, Ohio 
Se PATENT No. 2027039 
eee 
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TOMORROW'S 
MARKET FOR Ttoois... KLEIN 


Equipment is wearing out—tools are 
expected to last a little longer—to 
give a little more service—to hold out 
until the war is won and manufac- 
turers can again serve an America at 
peace instead of an America at war. 


All this is building a big future mar- 
ket for Klein pliers. Postwar expan- 
sion of power and communication 
lines, the re-vitalizing of railways, 
and the tremendous building con- 
struction that “V” Day promises—all 
point to a demand for quality tools. 


come LEN 


BELMONT AVENUE, 


3200 


Mathias Klein & Sons today are busy 
making the tools and equipment they 
have always made—in vastly increased 
quantities. 


When the war is won, this pro- 
duction capacity will be instantly 
ready to produce for your customers 
pliers of the same high quality that 
has characterized the name Klein 
“since 1857.” 

DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 
International Standard Electric Corp., New York 


& Sons 


Chicago, Ill., U.S.A. 
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This booklet on the care of 
tools is a Klein contribution 
to making tools last longer— 
give better service. Write for 
your copy today. 
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Two “OLD cTMERS” 
Still on the job 


This aged worker and his Stanley “Bailey” Plane 
— both old enough to have been retired years ago — 
are on the job daily in an airplane plant. To such 
craftsmen, working with a Stanley Plane is still a 
pleasure, — all the more so because they know their 
work contributes to the winning of the war. 

The same Stanley Tools that helped these veterans 
do better and faster work in peacetime are playing 
a vital part in this mechanized war. Tremendous 
quantities are needed to build planes, ships, tanks, 
and other equipment in endless variety, and for 


maintenance and repair work in the field. 

Although production has been increased to record- 
making totals, and war demands are being met 
successfully, few Stanley Tools will be available for 
normal use until the war is won. When the big job 
of “reconversion” begins, Stanley Tools for every 
customer will be back in your stock, and new Stan- 
ley displays and other merchandising aids will help 
you build a better tool business than 


ever. Stanley Tools, 111 Elm Street, [ STANLEY 


New Britain, Connecticut. sain aaee 


DIVISION OF THE STANLEY WORKS 


THE TOOL BOX OF THE WORLD 
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NORTON LASIER COMPANY 








YOU 
ame Santa Claws 


lo W.... 


ao 


Most of the good things that come to yf “> 
come from you. 4 


Not just at Christmas time, either. All th tind | 


The store buyers and store keepers of America have made us{Whatwe , 
b oft. - /) 
e 


V, 


are today—and we think you’ve done a fine 


; A 
j 


That’s why we think we should take a ee 4 ofLa 
Christmas time and say “Thank you.” F. se. 


4 


We went to a lot of trouble to find out what the public wanted 
cooking glassware 
so that we could make the kind of things which sold most easily. 
But without you, all that would have been in vain. 


That’s why we are doubly sorry ban 
r 


reitieeee ig) an scaes 


now when conditions over which we have no control prevent o 


shipping things as fast 
as you want them. But we’re trying. Every minute. Pe 
! 


We hope your Christmas will be as merry as you have made ours. 


McKee Glass Company, JEANNETTE, PA, 


BLASBAKE payseare 


TOP-OF-STOVE WARE 


Established 1853 Neat to Uncle Sam . . . Santa Claus comes first at McKee 
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PURITAN 
SASH CORDS 


are helping to 
ons up the Axis! 


,JTICA, 
“PLIERS 


for More Tool 
Mileage 
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@ Uncle Sam is finding so many 
uses for Puritan Sash Cords that 
we are working night and day to 
meet the demand. 

Don't forget we're trying our best 
to serve you, too, with all the 
cord you need for the war effort. 
So when you don't get immediate 
service like you used to, it's because 
Uncle Sam must come first. 


otal 


PURITAN 


CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 





ne¢ and braided and twisted cotton cords 
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EZ ; T ar was what Winston Church- 
Ea ill promised the British in the 
grim days of 1940. The promise 
was kept but the British stood up 

to the grief. 


In the same way Formica push and kick plates go to work in many 
places where for endless years, sweat, grease, and constant push- 
ing and thumping are their lot. 


They stand it, too. And it never takes more than a quick swish 
of a damp cloth to restore them to their original beauty—no 
laborious polishing, no heavy maintenance cost. 


These plates are available in a number of standard colors that 
will. harmonize with doors of any finish. They are marvelously 
durable, handsome, unbreakable. 


No wonder they have won a place in this application that will get 
bigger and bigger after the war. No wonder so many dealers 
found them such easy sales, before the war stopped production, 
and that they have had no trouble at all, only pleased customers 
from the users who bought them. 


They will be available promptly again as soon as 
war production stops. 





% “The Formica Story’ "is a sound moving picture | 
in color which shows the qualities of Formica, how it is Ses 
made, how it is used. It is available for showing at ] 


meetings. 








THE FORMICA INSULATION COMPANY 


ORMICA 4621 Spring Grove Avenue, Cincinnati 32, Ohio 
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STOVES WITH WINGS 


You can hasten the day when all the Savoil 
ranges, stoves and heaters you want will come 
down out of the skies and make “happy landings” 
in your warehouses and stores, by backing the 
attack with more and more War Bonds! 


Hundreds of thousands of Savoil ranges, stoves 
and heaters have flown away to war! The ma- 
terial and manpower that formerly went into 
Savoil products are now going into parts for 
bombers . bombers roaring over Berlin, 
bombers smashing Jap air fields in the South 
Pacific. 

Your first job and ours is to win this war. So 
until Victory most of our ranges, stoves and 
heaters will be flying into battle. The limited 
number we can make, after war production needs, 
will be proportioned among our customers as 
fairly as we know how. 


UNITED STOVE CO., Ypsilanti, Michigan 





Ranges, Stoves and Heaters 
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OSTWAR 
LATED WARE 
ROFIT WINNERS 


Wien the last shot in this war is fired, when the bells ring 

and the whistles blow . .. when Victory Day arrives .. . 

that’s when you want to start “cashing in” on the postwar 

market that will follow. That’s the day to start planning for NOW 

... with such profit makers as AUTO CITY “Old Fashioned” * BEAUTY 

Cast Iron Chrome Cook Ware. 
Profit makers? Yes! Before the war this line of cast iron chrome * % BETTER COOKING 

cook ware was “selling on sight!” Housewives were quick to ap- 

preciate its beauty, its superior cooking qualities, its durability. * EASIER CLEANING 
Of course, AUTO CITY Plating Company, manufacturer of 

“Old Fashioned,” is today engage cae to wer work, manu- * NO SEASONING 

facturing and finishing parts for aircraft. But plans, programs NECESSARY 

and products for postwar markets are being developed, too! * FULL SIZE 

After Victory you'll find “Old Fashioned” even more attractive, 

appealing and sa/able than ever before. * RETAINS HEAT 
Are you planning your postwar selling program? Then don’t LONGER 

overlook the sales and profit possibilities of “Old Fashioned” 

Cast Iron Chrome Cook Ware. Write TODAY for details. * DURABLE 


Doe eemeine a1 - nal, [ce eer 


3450 Denton Ave 


Better Plated 
Parts Since 1923 


Detroit 11, 
Michigan, U.S.A 
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Helping to popularize modern 
oil heating appliances — by 
providing CONVENIENT, 
fuel-saving oil controls — has been our privilege at 
A-P for many years. And this convenience, a ready 
sales advantage for dealers, is an operating feature 


appreciated today by our armed forces and by thou- 


sands of satisfied homemakers . . . a “dividend of 
A-P Dependability,” proved in the past that will 
work to future benefits. 


New progress in research and development at A-P 
will add even greater “dividends” in accurate, DE- 
PENDABLE fuel control to post-war heating appli- 
ances. This is a promise even now taking shape in 
the A-P Laboratories, where designers and engineers, 
working with the accumulated knowledge of past 
months and years, are ready for new control applica- 
tions to peacetime heaters and other products. Watch 
for these new “dividends of A-P Dependability” on 


your new post-war products, 


AUTOMATIC PRODUCTS CO. 


2442 North Thirty-Second Street 


Milwaukee 10, Wisconsin 





HOUSEWARES—TOYS—APPLIANCES 


»? 


* 


TENNESSEE VALLEY ASSOCIATES 


_ CAtaantt BUILDING," MasrIViLLa Yennasser 


YESTERDAY . . . Economaster 
Heaters—Top Line Fans and Electric 


Appliances. 


TODAY . . .Happy Volley Baby 
Furniture—Cinderella Step Stools— 


Moto-Home Utility Cabinets—Top Line 
Wooden Toys, Guns, Carts, Swings— 
and the Top Line Home Dehydrator. 


TOMORROW ... .All these—and 
NEW APPLIANCES, TOO! 


ECONOMASTER IS THE TOP LINE HEATER 
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For These Other 
So-Lo PROFIT-MAKERS 


xk 
STAIR TREADS 


e Waterproof 
e Washable 
@Non-Skid 
eEasy to 
Apply 
9x18 FLAT 
Retails..10c 


9x18 NOSING 
Retails..20c 


9x24 NOSING 
Retails..30c 


A BIG 
SELLER! 





kkk 

PORCELAIN GLAZE 

| Whitens chips, 
cracks, dark spots 
on porcelain or 
enameled sur- 
faces. 
Retails......10c 


x x* 

BLUE BOND 
RUBBER 
CEMENT 


World's Largest 
Selling Rubber 
Cement 
Retails........10c 

kk 
RUBBER- 
TO-METAL 
CEMENT 


Attaches rubber to 
metal, glass, wood, 














Blue 
Boni 
(EMEN 








kk * 
IMMEDIATE 
DELIVERY 


ANY QUANTITIES 


OF THESE FAST 
SELLERS! 





1 CALLYOURJOBBER 
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So-Lo Kit contains large 
can of So-Lo Plastic, 
tubeofSo-Lo Blue Bond 
Rubber Cement, and 
Roughener. Retails 
for 29c. 


At last we can announce that we can 
make immediate shipment of large quan- 
lities of famous So-Lo Repair Kits! To- 
day we are nearly caught up with orders. 
We have a huge stockpile on hand, and 
we are rapidly building up our inventory. 
Now we can keep pace with the remark- 





Nationally Advertised! 


SO-LO is a household word in millions 
of homes, factories, offices, repair shops, 
and on millions of farms. One happy 
user tells another. And year after year 
So-Lo has been advertised in the key 
magazines to tell the So-Lo story to 
all America. So-Lo ads make sales for 
you. A partial list of the magazines 
currently used follows: 

Better Homes & Gardens 
Pathfinder Grit 
Popular Mechanics 
Parents’ Magazine 
New York News 
Popular Science Monthly 
Farm Journal 
Outdoor Life 
New York Mirror 

Christian Science Moni 
Fiel Stream 
Capper’s Farmer 

Successful Farming 
and many others 











So-Lo 


WORKS 


Loveland, Ohio 


Coupon 






FEATURE FOR PROFITS 


For 15 years So-Lo has been the 
quickest and best way to repair 
anything made of rubber, leather, 
and cloth. The war introduced 
So-Lo to millions of new users, sud- 
denly faced with the need to keep 
in repair their rubber tires, shoes, 
raincoats, boots, and hundreds of 
otherarticles. Morethan 20,000,000 
packages of So-Lo have been sold. 
For you, So-Lo means certain, 
constant profits—-AND NOW YOU 
CAN GET ALL THE SO-LO YOU 
CAN SELL—IMMEDIATELY! 
Act now to stock up with So-Lo! 


Gentlemen: 


for Address 
FA AY City 


SERVICE ae 






able sales So-Lo is enjoying everywhere, 
from coast to coast. Stores will welcome 
the news that they can now depend on 
this accepted, fast-seller to satisfy the 
mounting demands of their customers. 








MILLIONS USE 
So-Lo for 


and all articles 
made of rubber, 





leather, cloth 





M ail So-Lo Works, Dept. G.A.-31, Loveland, Ohio 


Please ship me at once............ dozen 29c 


So-Lo at $2.32 per dozen. Bill through my jobber. 


Name bb. 60h sb as See 
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PONY 


HUSKY 
Oo. AMES 
OPTIMUS 
PEERLESS 
FAVORITE 
TWO STAR 


FOR MORE THAN A 
QUARTER CENTURY 
SPECIALISTS 
IN FINE 
MICROMETERS 
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“AMES” TOOLS LEAD TO VICTORY! 


Yes, on all battlefields, on farms, on railroads, in mines, on 
highways and in industrial plants, “Ames” products are 
again making history ... Americans in uniform and in 
overalls are using these tools to bring about a speedy and 


complete victory .. . Everywhere “Ames” Brand names are as 


RAM 
CARTER 


familiar as the names of home towns! Today, as in 1774, BRONCO 


when Americans require shovels, they insist on “Ames”. KNOXALL 


y nA 
@ RED EDGE 


AMES 


Since PINNACLE 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
Shovels . . Spades . . Scoops . . Forks . . Hees . . Rakes 


THREE STAR 
MONONGAH 
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SMACK HIM DOWN, SANTA! 


If that merry old patron saint of Christmastide, Santa Claus, 
pays Hitler a visit this season it will surely be to flatten the 
Fuhrer with a mighty swat. Adolph has never learned the 
meaning of Christmas or believed in a spirit of “Peace on 
Earth, Goodwill Toward Men”. The world still awaits some 
sign of humanity from this man who has caused so much suffer- 


ing and bloodshed. 





+ % + 


The Cleveland Chain & Mfg. Co. extends greetings and 
best wishes for the Holiday Season. 


The (leveland (hain & lg C/o. 
Cleveland, Ohio 


DR 1869 
ey 


ASSOCIATE COMPANIES: 


DAVID ROUND & SON 

THE BRIDGEPORT CHAIN & MFG. CO 
SEATTLE CHAIN & MFG. CO 

ROUND CAL. CHAIN CORP. LTD. 


Cleveland, Ohio 
Bridgeport, Conn. 
Seattle, Washington 
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TELL YOUR CUSTOMERS YOU CAN RE- 
PLACE DEFECTIVE FITTINGS RIGHT NOW! 


American MOLDED PLASTICS 
* PLUMBING SUPPLIES * 


Better fittings than they had—better fittings than 
plumbing has ever seen! AMERICAN-MOLDED 
“INDESTRUCTO” means proved and unequalled 
Quality in these tough non-corrosive enduring 
units. Wire nearest branch. 


FOR IMMEDIATE SHIPMENT: Saran* Plastic Tubing and 
Fittings, Pipe and Fittings, and Sheet. 
*Trademark of The Dow Chemical Co. 


Branch Offices in Principal Cities 


J. M. Butts Co...Bona Allen Bldg Clyde Cary 703 Market St. 
Atlanta, Ga San Francisco, Calif. 
Products Preferred. Inc. 
47 Kemble 8t. 
Boston, Mass. 
Seattle, Wash. Paul R. Spencer Co...4000 York St. 
Mitchell Love. .712-16 No. 16th St. Denver, Colo. 
Philadelphia, Pa. John G. Kelly, Inc., 
Potter-Roemer Co...2432 E. 8th St. 24-14 Bridge Plaza So. 
Los Angeles, Cal. Long Island City, New York 


Canadian Distributore—H. W. Cunningham & Hill Lid., 269-271 W. Bichmond 
St., Toronto 3, Canada 


AMERICAN MOLDED PRODUCTS SALES CO. 


1758 N. Honore St. (1600 North, 1800 West, Chicago 22, Ill.) 


DOUBLED—TRIPLED 
SALES rm MENASHA 
WASH TUBS ~» WOODEN PAILS 


, 
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From Coast to 
Coast dealers are 
getting extra sales 
and profits with these 
two easy - to - sell 
items. They’re in big 
demand right now as 
suitable replacements 
for hard-to-get metal 
containers which will 
not be available again in 
quantity until after the 
war. No priorities needed. 
ORDER TODAY from 
your Jobber or write us for 
literature and prices. 
11-Gallon Capacity No. 114—14 Quart 
WASH TUB WATER PAIL 


JOBBERS: 45 tc 60 DAY SHIPMENT HAROLD P. SAMMANN Co. 


1737 W. HOWARD ST. 
NOW GUARANTEED. CHICAGO 26, ILL. 
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PEACHY, 


Brrt—ruth and Joe have joined our fighting 
forces and we are unable to write individually to our 
friends and customers. We wish you a Merry Christmas 


and a Very Happy New Year and join you with the 


Sher & Peachin 
Jobbers and Distributors 
217 N. JEFFERSON ST. 


PPT eee TEETER TS Chicago 6, Minols 


hope that soon peace will reign over the Earth. ¥ 





BEREA ABRASIVES 


Division of The Cleveland Quarries Co. 
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A small-town merchant thus referred, 
recently, to The Merchandise Mart. 
We are happy to publicize the phrase 
as a well-deserved compliment to the 
manufacturers represented in this 
building who inspired it. 
Merchandise isn’t easy to make or 
get these days. Demand greatly ex- 
ceeds supply. But the hundreds of 
home furnishings firms displaying or 


represented in this building are doing 


“CAPITOL OF COOPERATION” 


their very level best to help their cus- 
tomers meet the essential war-time 
needs of their communities. 

They are keeping open their exhibit 
spaces here the year round. They are 
on the job daily, giving advice and 
suggestions, serving fairly all cus- 
tomers—big and little. And as rapidly 
as conditions make new merchandise 
available, it will certainly be found 


on display in this great buying center. 


We believe that buyers who are in Chicago—the Great 


Central Market—during the International Home Fur- 


nishings Market, January 17th-29th, and who care- 
fully shop The Merchandise Mart will agree with us. 


THE MERCHANDISE MART 


The Retailer’s Department Store + Wells Street at the River 


CHICAGO 
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THE SATURDAY EVENING POST 


“ 


F  DISSTON advertising like this 


appears regularly in 


: showing why hardware 
: is “Vital to Victory” 
: . and directing tool users 
~ to Hardware Stores when 
= tools are required for 
* essential purposes 





REG.U.S.PAT. OFP, 
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POSTWAR PLANNING 


Distribute free copies of the Disston 
File Manual now—and 


Saw, Tool and 

assure future tool sales...Send a $1.00 
bill for 100 Manuals with your imprint 
—order today! 
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...and drive even harder on the pay-roll savings plan!”’ 


Make War Bonds the Christmas Order of the Day. 
Urge your workers to make their personal Christmas 
gifts in the form of War Bonds—and practice what you 
preach! Make this a 100% War Bond Christmas—to 
insure future Yuletides of peace and prosperity. 


Make up your own posters to spread the ‘War Bonds 
for Christmas” story across your plant. Tell the story 
again and again on bulletin boards, in your plant maga- 
zine, and on pay envelope stuffers. 


But don’t forget your basic, all-important Pay-Roll 
Savings Plan. How’s it going, these days? Perhaps it 
needs a bit of stoking-up right this very minute, to 
hold its full head of steam against the competitive de- 
mands of the holiday season. 


Well, you’re the man to stoke it! You can’t ex- 
pect it to keep running indefinitely on last summer’s 
enthusiasm. See to it that your participation percent- 
ages, and your deduction percentages, both end up the 
year at new levels. 


Every month, now your Pay-Roll Savings ought to 
run well ahead of the preceding month. For so many 
families that formerly depended on the earnings 
of a single worker, now enjoy the combined earn- 
ings of several. Such family incomes are doubled, 
trebled, even multiplied many times. 

Now’s the time to turn as much as possible of these 
increased earnings into War Bonds—War Bonds for 
Christmas . . . and War Bonds the whole year ’round! 


GIVE THE PRESENT WITH A FUTURE—WAR BONDS! 


This advertisement prepared under the auspices of the United States Treasury Department and the War Advertising Council 
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GUARANTEED WITH 


WISS auatity 


Cutting tools that bear the Wiss insignia win customers for 

the retailer and wholesaler. For in the long run, quality 

always wins. And Wiss has stood for quality for 95 years! So 
if you want to build for permanence and prosperity, con- 
centrate on the Wiss line. With the coming of peace, we 
will be ready with new ideas in merchandising . . . new 
and progressive thinking in advertising and selling. This, 
coupled with traditional Wiss superiority, will bring 
more business and bigger profits for you. 


J. WISS & SONS CO., INC., NEWARK, N. J., U.S. A. 


ESTABLISHED 1898 
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QUALITY before 
ALL ELSE 


Meeting Federal 
Specifications PLUS! 


WITT Cans Nos. 1, 
2, 3, 7 and 9% are, 
at present, available 
only to the U. §&. 
Army, Navy, Mari- 
time Commission 
and the War Ship- 
ping Administration 
on ‘‘preferred or- 
ders.” These cans 
meet—and exceed— 
Fed. Spec. No. 
RR-C-81. 
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*Witt Oily Waste Can 
Approved By 
Underwriters’ Laboratories, Inc. 


WITT Cans—produced today only for vital wartime needs— 
are maintaining the high quality WITT established more than 
50 years ago. Meanwhile, we're planning ahead... for the 
time we can again supply the complete WITT line in normal, 
peacetime quantities. 


*Witt Oily Waste cans are the safe, low-cost way to dispose of oily 
waste, rags and other inflammable refuse. In seven sizes, 5 to 30% gal. 


Vif Com 
The WITT CORNICE CO. 


CINCINNATI 14, OHIO 
ORIGINATORS OF THE CORRUGATED CAN 





CHRISTMAS 1943 


- = ” a 


we CHRISTMAS 194? 


HERE won't be as much tinsel and as many can- 

dles and bells. But beneath a less decorative ex- 
terior will rest securely a deeper appreciation of 
Christmas as it used to be and as it will be again 
in the good old U. S. A. 

Many of our loved ones will be unable to spend 
Christmas with us this year. But we hope they'll be 
home again before another year rolls around. 

For Christmas 1943 the ideal gift is a U. S. 
War Bond. Give War Bonds and urge others to do 
the same. And dream a little of happier days to 
come when War Bonds will help buy those physi- 
cal objects which will add so much to the well- 


being of the entire family. 


ROPER GAS RANGES FOR ALL 
GASES INCLUDING (LP) LIQUEFIED 
PETROLEUM GAS 


Ge0.D.Ropep 


é GENERAL SALES OFFICE AWD PLANT + ROCKFORD. titinois 


SELL WAR BONDS NOW. THE ROPER ((p)6as RANGE LATER 
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PEARL UICh 


AMERICA’S MOST FAMOUS HAMPER... 
aatioual aduertisiug campatgu with 





: PROGRAM EVER TO 
“<h BACK cy HAMPERS 


PEARL-WICK hampers ate stayales 


in the hardware store. 


Pearl-Wick has always been the leader in the hamper 
field ... and will continue to be the leader ... as you: 
will eventually see in the startling models we're ready- 
ing in our streamlined plant for Post-War selling. 


Meanwhile we are now preparing your tremendous 
Post-War market with this powerful advertising cam- 
paign ... designed to reach over 12,000,000" hamper 
prospects in five of the country’s most influential 
women’s publications] 


KEEP YOUR EYE ON PEARL-WICK! 


The ONLY HAMPER céac c REALLY xattonally aduertised/ 


PEARL-WIEK Zone, 


PEARL-WICK CORP. icici” ASTORIA, L. 1., NEW YORK 
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cross roads! 


Always a clean cut, with or against the grain 


oo aia edges are outstanding in Russell Jennings Right now, hardware store deliveries are a trifle behind 
uger Bits—due to special selection of the steel, careful 
heat treating, and experienced hand finishing. As a schedule because of the heavy volume needed by the 
result, clean boring is a certainty, and ease of operation war; but, when the smoke of battle clears away, full 
a “plus” advantage. scale deliveries will again be a Jennings feature. e The 
departr 
THE RUSSELL JENNINGS MFG. CO., CHESTER, CONNECTICUT remy 
pa r 
for qu 
chandi: 
ages—< 
fective 
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promo 


FLOORS AND 
FLOOR COVERINGS 


BALL BEARING 


CASTERS 


THESE casters PROTECT floors and floor cover- 

ings—no scratches on floor, rugs or carpets. 

“‘@eme’’ Casters are ball bearing casters and move 

smoothly and easily in any direction and—they sell 

HAVE A BALL THAT as easily as they move. Let “‘Aeme’’ step up your 
ROLLS ON BALLS caster sales and profits. Every customer is a logi- 
cal prospect for “‘Aeme’’ Ball Bearing Casters. 


The manufacture ef ‘“‘Aeme’’ Casters will be discontinued for the duraties. 
We can only supply ‘‘Acnre’’ Casters te customers with high priority ratings. 


THE SCHATZ MANUFACTURING CO 
U. S. A. 


REPRESENTATIVES LOCATED AT 


Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 
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HERE'S YOUR FUTURE’S 
HIGH PROMISE FOR 
QUICK SALES AND 

PROFITS!... 
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@ The high unit-sale and quick profits from Milapaco “handy pack 
department” is something worth remembering for future promotion. 


Leading stores today have already proved it an effective spotlight in ; 
We're selling the 26,000,000 


paper specialties promotion—an “outstanding merchandising idea’ 
for quick results and steady repeat sales. Covering popular mer- electric flatiron users through 
eptiin~fenions Milapaco Le pigne—aleee ee" ee national advertising the labor 
ages—dramatic, traffic-stopping point-of-sale display, it will ef- ‘ 

saving 


fectively boost your unit sale to much higher dollar volume. 
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@ That’s a promise we would like to make good TODAY, but os U | L | T E 


Milapaco lace paper place mats and doilies in the sales-producing 
“HANDY PACK” are on the restricted list now. When more are W te 
a yproo 
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available later, be sure YOU take advantage of this fast-turnover 
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Milapaco 
HANDY PACK See these ads in the Saturday 
Evening Post, the Ladies’ Home 
Modern, colorful dis- Journal, Better Homes & Gardens, 
ploy pockage tor The American Home and Parent's 

9 _—— Magazine. 
“Handy Pack Depart- 
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as Today we are busy makin 
ment.” Contains 100 Plastic clothing. After Victory 
each of a single de- |. we will be rapping on your 
sign and size of Mil- door with a new dramatic plan 
of selling. 
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apaco lace paper 
place mats and large 
doilies, and 150 of 
the 5”, 6” and 8” 
doilies. 

Priced — 25c to 89c. 


} 


“0s cnr perth 1 Cream 
BUY MORE WAR BONDS NOW .. .. PLAN FOR 
A Milapaco HANDY PACK DEPARTMENT later. 
THE SUNLITE MFG. COMPAN Y 


MILWAUKEE LACE PAPER CO. a eee 


1306 East Meinecke Avenue Milwaukee 12, Wisconsin 
Established in 1898 


Milapaco Jaye, BONING Ay 


LACE PAPERS OF CHARACTER MAKE. ANY. 





DECEMBER 23, 1943 





"More Wire Cutters” 


When we landed at Salerno, the Germans 
were ready for us with machine guns, 
artillery and barbed wire. According to a 
famous correspondent in a leading news 
magazine, there were not enough wire cut- 
ters. He said his group had to get through 
eight barbed wire barriers and that they 
never had enough wire cutters. 


Here is first hand testimony as to why it 
is difficult for you to get wire cutters and 
other plier type tools. To meet the enor- 
mous demands of war production, Scholl- 
horn has expanded its ‘facilities tremen- 
dously, and our production department has 
made much progress in reducing the volume 
of unfilled orders facing it. 


There is one ray of sunshine, however, for 
Schollhorn dealers who are out of stock of 
Bernard tools. All parts of Bernard parallel 
action tools are replaceable. You can get 
these parts for your customers who have 
worn or broken Bernard tools. This service 
will bring customers into your store and 
will help to hold goodwill. It pays to han- 
dle Bernard parallel action tools, They 
give... 


“ More Power to You” 


Exclusive Makers of 


Bernard Parallel Action 
Tools 


THE WM. SCHOLLHORN CO. 
NEW HAVEN, CONNECTICUT 








¥ 
THE POWER 


Carries Through 


to the Screw 


. and the credit for this 
“Champion's” performance 
carries through to You! 


ALL the power one puts to a 
“CHAMPION” Screwdriver goes 
to turn the screw, — not just the 

handle. For the handle never 

loses its hold on the blade, 
which is one reason you 
never lose your hold on a 
“CHAMPION” user. .. 


Men get attached to UNION 
tools, and no less to the 
store that sells them. 


y . 
Bevaeltoun @ 


HARDWARE COMPANY 
aw EWE aS EY 


TORRINGTON. CONN. 


NEW YORK OFFICE HAMBERS 
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Official U.S. Navy photo 


@ Everywhere that fighting men go, rope goes 
with them—through snow and sand and mud, on 
and under the ocean—a vital tool to help them 
win the war—our war. 


Shortly after Pearl Harbor the Japs cut the 
largest sources of rope fibre, the Philippines and 
Java. The Nation’s stockpile is critically low. 
: It’s therefore imperative that every rope user in 
pent Sg America learn to conserve rope. You can make 
it last longer by following the simple 
rules explained in the WPB-sponsored 
booklet “The Rope You Save Fights For 
You!” Free copies are available and may 








be had by writing us. 


COLUMBIAN ROPE COMPANY 
AUBURN, “The Cordage City,” N. Y. : 


|COLUMBIAN Kope 


1S A SINEW OF WAR! 
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Lloyd Counter Display 


LLOYD GUARANTEED STARTERS 
No. FS-24 


With 10 FS-2 Starters for 15 and 20-watt 
And 10 FS-4 Starters for 30 and 40-watt 


List Price $6.35 pisriay 


Twist Type 
Lamp Helder 
Cat. 353 


Shown in com- 
bination with 
starter Socket 
Ne. 


Patented Patented 


LLOYD WIRING DEVICES 


nos? 


7813-Brown 
7813-V—ivory 


LLOYD POLICY INSURES QUALITY 


Representatives—B8ranch Offices—Warehouse Stocks in 23 
Leading Cities 


LZ MAY 1944 BRING PEACE 
AND GOOD WILL TO ALL MEN! 


Santa won't be very liberal with Greenlee Tools 
this year to gladden the eyes ond hearts of 
craftsmen who love good tools. But you can 
depend on this— Greenlee Tools are boring into 
the Axis to get the job over quicker—and, we 
hope, will be ready to help rebuild your peace- 

time business before next Christmas. Inthe | 
meantime, we shall continue to do everything 
in our power to supply the much needed tools 
for war applications, through Greenlee jobbers — 
who have regularly distributed our products. 


3 i 
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‘TOOL CO. <> 


1813 Herbert Avenue + Rockford, Illinois 


LLOYD PRODUCTS CO. 


Dept. HA-11, Providence 5, R. I. 
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eA n asset to your business: 



































R-W Service 


ICHARDS-WILCOX supply 

the finest line of door hard- 
ware known anywhere in the world. 
For 64 years it has been a Richards- 
Wilcox tradition to back this unex- 
celled line with a type of service 
equally superior—a service that is 
prompt, dependable, and of sound, 
practical value. 


Today this service is more impor- 
tant to you than ever before. The 
unprecedented requirements of pro- 
duction have created many new 


problems. But today, as in the past, 
there is no other organization so 
well equipped as Richards-Wilcox 
to provide the answer to every 
problem, large or small, concerning 
door hardware. 


Count on R-W Service as you 
would any other asset in your busi- 
ness. Use it freely. All the branch- 
es listed below are staffed -with 
capable engineers. They are ready 
to solve your problems expertly and 
economically. 





Remember—R-W SERVICE serves your best interests! 


Richards-Wilcox Mfg. ©. 
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SWORDS for the home fronts 


More wheat and meat from the farms — more lumber 
from the forests — more assembly parts from the small 
machine shops— more auto, tractor and implement 
repairs ... all are critical needs for the war effort. 

The equipment used in these industries is getting’ 
severely worn. Replacements are falling behind. Thus, 
keeping old machines going calls for more repair tools. 
Files especially. 

The hardwareman is near many of these scattered 
“home fronts’—knows best where files are vitally 
needed. Working with a Nicholson jobber keeps you 
in touch with the largest manufacturing source of 
supply in the land—and enables you to offer your 
customers unexcelled quality and value in Nicholson 
and Black Diamond brands. 


NICHOLSON FILE COMPANY ¢ PROVIDENCE 1, R.1., U.S.A. 
(Also Canadian Plant, Port Hope, Ont.) 


, 
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TO ALL OUR FRIENDS IN THE TRADE 


WHO HAVE MADE IT POSSIBLE FOR 
7" ss THE TURNER BRASS WORKS 
, TO FLY THIS FLAG 
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‘TURNER 
THE complete LINE 


rr 
Vo" row TORCHES FIREPOTS 
CAMP STOVES LANTERNS 
REFRIGERANT LEAK DETECTORS 
METAL SPRAY GUNS 
SOLDERING COPPERS 


Your inquiries will receive prompt action. 
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Thoughts About 
Christmas 1943:— 


This is the last issue of 
HarpwareE AGE for the year 
1943. Under normal condi- 
tions and in normal times, part 
of this editorial message 
would be devoted to wishing 
“‘a very Merry Christmas” to 
all hardware men and their 
families. We are, however, 
about to enter our third, con- 
secutive war-time Christmas 
season—something our nation 
has not experienced since the 
period of The War Between 
the States. We are approach- 
ing the holiday season in a far 
different frame of mind than 
we have before ever ap- 
proached it. We say, “Peace 
on earth good will toward 


9 


men.” But there is no peace 
on earth and many are in- 
clined to remark that there is 
little good will toward men. 
This, however, is not the case. 
There may be but little peace 
existing in the world today but, 
even in time of war, there is 
ample manifestation of the 
spirit of good will. The war 
itself is being waged to make 
men free. Battle by battle, the 
subject populations of occu- 
pied countries will again 
breathe the air of freedom. In 
a larger sense, the spirit be- 
hind our war efforts is one of 
good will in that we are en- 
deavoring to lighten the lot of 
oppressed peoples and to 
make their futures more se- 
cure. 

We have much to be thank- 








ful for in our own land. No 
bombs have fallen on the 
United States. Our cities re- 
main untouched. Our children 
still go to school with un- 
warped minds and unafraid. 
Our factories are manned by 
free Americans. Our country 
is free. . 

There are service stars in 
many windows throughout the 
country and there are some 
gold stars to be found among 
the blue ones—but so far, for- 
tunately, the gold stars are 
comparatively few. 

The Christmas season is a 
time for family gatherings, but 
few family gatherings will be 
complete this year for there 
will be too many young men 
and women in camps and on 
the fighting fronts. But the 
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Christmas season is also the 
children’s season and for their 
sakes it should be made as 
bright and gay as possible. 

For their sakes, and bear- 
ing in mind the many blessings 
of America, we still wish you 
“‘a Merry Christmas.” 


As 1943 Draws 


To a Close:— 


As 1943 draws to a close we 
find ourselves happily ap- 
proaching victory. Peace in 
Europe, sometime in 1944, 
seems assured but not without 
great losses and many great 
disappointments. There is still 
plenty of enemy-held territory 
to be taken and much Ameri- 
can blood will be spilled in the 
effort. The year 1943 will 
have a front rank place in the 
history of the world and in the 
record of our nation’s prog- 
ress. It has been a year of un- 
precedented military and in- 
dustrial achievement. It has 
been an interesting yet a difh- 
cult experience both to those 
in service and those in civilian 
life. 

The effects of this great 
global war have reached into 
every community and into the 
daily lives of all of us. Every- 
thing we do and think is gov- 
erned somehow by war neces- 
sities and restrictions. We have 


learned how to live under food. 


rationing and have continued 
in business despite manpower 
shortages and scarcities of ba- 
sic materials. We have been 
bedeviled with questionnaires 
and priority forms which have 
literally swamped us and con- 
sumed many hours when we 
could ill afford the time. Our 
most promising young men 
have been taken into the 
armed services and sent to the 
far corners of the earth. The 
year 1943 has been a year of 


tremendous adjustments in our 


family and business lives, yet 
the score for the year about to 
close is favorable. There is 
still a hardware industry serv- 
ing the war effort nobly and 
doing yeoman service to main- 
tain the civilian economy. 


1944 Promises Much 
That Is Favorable:— 


As we come to the closing 
days of an old year we natu- 
rally think of the coming new 
year and wonder what it will 
bring in the way of improved 
conditions, greater happiness 
and continued good health. 
Some of us learn from the mis- 
takes of the past and earnestly 
resolve to do a more worthy 
job in the new year. It isn’t 
always accomplished in full 
and so we often content our- 
selves with the view that at 
least a few forward steps were 
taken. 

The year ahead promises 
much that is highly encourag- 
ing to all of us. The military 
outlook is most favorable. Our 
known ability to produce in 
huge quantities and to ship 
goods and equipment over the 
seven seas safely is a pledge 
that our armed forces will be 
well equipped and well cared 
for under all conditions. 

To wholesale and retail 
hardware distributors the out- 
look for 1944 holds many 
bright spots. First of all, a 
wide variety of merchandise 
should be available, more than 
for many months. And certain 
currently critical materials 
may well be expected to be 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 66 


in a less critical classification 
fairly early in the new year. 
We should not “go overboard” 
in our optimism about 1944, 
but we do have reasonable as- 
surance of an “easing” pro- 
gram on many lines. In fact, 
some relief has already been 
indicated during December. 
Surplus goods, including 
many hardware store lines, are 
beginning to appear on’ the 
market sold through Army, 
Navy and other government 
auspices. This should provide 
some merchandise for the 
hardware trade and should 
also help reduce the surplus 
when the war ends. 
Distributors, both wholesale 
and retail, who have survived 
to date can certainly face 1944 
confident of their ability to op- 
erate throughout the duration. 


Tell Us of Your 
Plans for the Post- 
War Era:— 


What are your plans for the 
post-war era? What are you 
thinking of doing to fulfill 
your obligations and live up 
to your opportunities as a 
hardware man when the war is 
over? Retailers, wholesalers, 
manufacturers and their sales- 
men are all invited to partici- 
pate in the HarDwaARE AGE 
Post-War Forum which started 
in the November 11th issue on 
page 53. This feature will ap- 
pear in every issue until fur- 
ther notice. It should provoke 
clearer thinking about post- 
war hardware problems and 
encourage more immediate 
planning in this direction. 
Your competition is doing 
plenty of thinking and plan- 
ning—right now! What are 
you doing? Let us know! Par- 
ticipate in the Forum! 
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Yes, Mrs. Green, 


it’s Good Lexy 


pm 


HE endorsement of the dependable local Hardware Man is 
an ‘‘open sesame’”’ to consumer confidence and sales for the 
maker of any product. 

His nod of approval means more than a million words of “‘sales 
promotion,”’ because his reliability and expert product knowledge 
are convincingly personal. 

Through the years, familiarity has bred invaluable consumer 
reliance in the hardware merchant, as folks have turned to him 
for advice, for service, for values, for needed credit, perhaps — 
and he has not let them down. 

The Hardware Man has proved that business success is best 
based on service and integrity . . . and has set a standard to which 
makers of good products like ILCO Security Hardware have 
keyed their production and selling effort. 


* * * 





WPB-547 Preference Rating Application Form will help wholesale and retail 
sales organizations to obtain priority assistance on certain essential types of 
supplies. We will gladly aid you toward interpreting priorities and early deliv- 


ery of supplies for essential sales. 1s 


Independent Lock Company 
Fitchburg, Massachusetts 
Branches in All Principal Cities 
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SECURITY HARDWARE BY I1LCO HAS GONE 
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Policy for Redistribution and 


Program geared to war-time conditions to 
facilitate prosecution of war by releasing 
property that is not needed to immediate 
civilian use. Not a liquidation operation. 


W. 
ITH termination 


and cutbacks of contracts increas- 
ing every day, a large quantity 
of material, both new and salvage, 
is becoming available for redis- 
tribution and ultimately complete 
disposal. Most of this material is 
in the hands of the armed services, 
and by far the larger part is un- 
der Army control. 

The broad policy of redistribu- 
tion as outlined by the Army 
Service Forces recently is as fol- 
lows: 

“Redistribution operations of 
Army Service Forces are geared 


to war-time conditions. The prime 
objective is to facilitate the prose- 
cution of the war by returning 
unneeded property to immediate 
productive use. Idle production 
equipment must be put back to 
work, excess raw materials must 
be put back in circulation, end- 
products must be returned to 
channels of distribution so as to 
relieve the drain on materials and 
manpower. 


Not a Liquidation 
“The War Department is not 
engaged in a liquidation opera- 
tion. That will come after the 


peace is won, and the Congress is 
now considering the means and 
methods. Meanwhile, Army Ser- 
vice Forces are stressing redistri- 
bution as a corollary of procure- 
ment.” 

In recent testimony before a 
Congressional committee, Under- 
secretary of War Patterson advo- 
cated a central agency to dispose 
of post-war surpluses, but his 
testimony also indicated that the 
War Department will handle all 
redistribution for the duration. 

Terminations and cutbacks 
brought about by changes in 
methods of warfare are by far 
the largest sources of excess prop- 
erty. Such of this property as is 
located in Army manufacturing 
installations and in plants of cost- 
plus-a-fixed-fee contractors _ be- 
longs to the War Department. 
The balance is owned by the con- 
tractor, but under contract termi- 
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Peau gs” 
REGION I 


John W. Perry, Regional Mgr 
Available Inventory Section, 
Facilities Department, 

War Production Board, 

17 Court St., Boston, Mass. 
Telephone: Lafgyette 7500 


REGION II 


A. G. Brikenmeier, Regional Mgr., 
Redistribution Division, 

War Production Board, 

Empire State Bldg., 

New York City 

Telephone: Murray Hill 3-6805 


REGION IIl 


R. D. Small, Regional Mgr., 
Redistribution Division, 

War Production Board, 

1617 Pennsylvania Boulevard, 
Philadelphia, Penna. 
Telephone: Locust 3400 


REGION IV 


Elliott C. Newell, Regional Mgr., 
Redistribution Division, 

War Production Board, 

Candler Bldg., 

Atlanta, Ga. 

Telephone: Walnut 4121 
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REGION V 
R. J. Carroll, Regional Mgar., 
Facilities Department, 
War Production Board, 
Union Commerce Bldg., 
Cleveland, Ohio 
Telephone: Cherry 7900 


REGION VI 


Paul A. Jenkins, Regional Mgr., 
Redistribution Division, 

War Production Board, 

226 West Jackson Boulevard, 
Chicago, IIl. 

Telephone: Andover 3600 


REGION VII 


Harold W. Taft, Regional Mgr., 
Facilities Department, 

War Production Board, 

Mutual Interstate Bldg., 

Kansas City, Mo. 

Telephone: Harrison 6464 Ext. 134 


REGION VIII 
Ray L. Miller, Acting Regional Mgr., 
Redistribution Division, 
War Production Board, 
1131 Mercantile Bldg., 
Dallas 2, Texas 
Telephone: Riverside 571] Ext. 616 


REGION IX 


Albert D. Neal, Regional Mgr., 
Redistribution Division, 


Sources of information regarding 
available non-military property 


War Production Board, 
621 Continental Oil Bldg., 
Denver, Colo. 

Telephone: Taylor 3173 


REGION X 


W. D. Cloos, Regional Mgr., 
Redistribution Division, 

War Production Board, 

1355 Market St., 

San Francisco, Calif. 
Telephone: Klondike 2-2300 


REGION XI 


R. F. Grindley, Regional Mgar., 
Redistribution Division, 

War Production Board, 

7310 Woodward Ave., 

Detroit 2, Mich. 

Telephone: Trinity 2-4900 


REGION XII 


N. E. Kleckner, Regional Mar., 
Redistribution Division, 

War Production Board, 
Midland Bank Bldg., 
Minneapolis, Minn. 
Telephone: Main 3244 


REGION XIII 


Regional Manager, 
Redistribution Division, 
War Production Board, 
White-Henry-Stuart Bldg., 
Seattle, Wash. 


HARDWARE AGE 





nat 


pat 
ant 
ap) 


ing 


avi 
int 
mé 
Ar 
sy: 
fo: 
re’ 
in; 
ar 
us 
ec 
Vi 
to 





wets eR eI Oe ST OND 














Disposal of Surplus Property 


Each Army branch handles its 
own salvage. The names and 
addresses of various salvage 
offices are on these pages 
and are identified by Army 
branch insignia. 
& @ ff 

nation procedures, the War De- 
partment has an interest in it, 
and its disposal is subject to the 
approval of the Army’s contract- 
ing officers. 

Excess property also becomes 
available through the operation of 
inventory control systems in Army 
manufacturing plants and - the 
Army’s extensive “stock control” 
system applicable to property held 
for issue to troops. Continuous 
review of obsolete and slow-mov- 
ing stocks discloses items which 
are no longer suitable for Army 
use, but are needed in the civilian 
economy. Long stocks are re- 
viewed periodically with a view 
to releasing portions which are 


Outlined by Army 


needed by civilians now and 
which can be replaced later at no 
loss to the Government. Certain 
types of goods have been re- 
leased during the past year, in- 
cluding barbed wire, batteries, 
textiles and many others. At 
present. Treasury Procurement 
has available 30,000 harness 
stocks, which were released by 
various former cavalry units. The 
Army is also preparing to release 
10,650 motor vehicles, which will 
be made available by ODT and 
Treasury Procurement working 
jointly. 

Army regulations covering the 
redistribution of property are con- 
tained in Procurement Regulation 
7. Full attempts are made to put 
such property to use in the Army, 
other military services, and war 
contractors. Property is regarded 
as excess when there is no imme- 
diate or definitely prospective 
need for it at the point of use. 


By EUGENE J. HARDY 
Washington Bureau 
of Hardware Age 


* * * 


Excess property is then circular- 
ized to bring it to a point of use 
where it is needed. 

Military property comprises, in 
general, end-products and sup- 
plies, ranging from clothing and 
household and hardware supplies 
to tanks, When no military use 
is found for excess military prop- 
erty after it has been circularized 
among military agencies, items 
which are suitable for civilian 
use are turned over to Treasury 
Procurement. This department 
then finds whether any govern- 
ment agency will have any use 
for the material. 

Such property as is not dis- 
posed of within the Government, 
is sold at public sale by the re- 








Ordnance Department 


Inquiries should be addressed for 
the attention of Redistribution and 
Salvage Officers at the following in- 
stallations: 


Birmingham Ordnance District 
700 Frank Nelson Bldg., 
Birmingham, Ala. 

Boston Ordnance District, 
Room 1501-1516 Federal St., 
Boston, Mass. 


Chicago Ordnance District, 
38 South Dearborn St., 
Chicago, IIl. 

Cincinnati Ordnance District, 
The Big Four Bldg,., 
Cincinnati, Ohio. 

Cleveland Ordnance District, 
1006 Terminal Tower Bldg., 
Cleveland, Ohio. 

Detroit Ordnance District, 
1832 National Bank Bldg., 
Detroit, Mich. 

New York Ordnance District, 
Room 1815, 80 Broadway, 
New York, N. Y. 
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Philadelphia Ordnance District, 
150 South Broad St., 
Philadelphia, Penna. 
Pittsburgh Ordnance District, 
1202 Chamber of Commerce Bldg,., 
Pittsburgh, Penna. 

Rochester Ordnance District, 
1238 Mercantile Bldg., 
Rochester, N. Y. 
Tank-Automotive Center, 
Union Guardian Bldg., 
Detroit, Mich. 

St. Louis Ordnance District, 
3663 Lindell Blvd., 

St. Louis, Mo. , 
Springfield Ordnance District, 
95 State St., 

Springfield, Mass. 
Commanding Officer, 
Frankford Arsenal, 
Philadelphia, Penna., 
Commanding Officer, 
Picatinny Arsenal, 

Dover, N. J. 


Commanding Officer, 

Redstone Arsenal, 

Huntsville, Ala. 

Commanding General, 

Rock Island Arsenal, 

Rock Island, IIl. 

Commanding Officer, 

Springfield Armory, 

Springfield, Mass. 

Commanding Officer, 

Watertown Arsenal, 

Watertown, Mass. 

Commanding General, 

Watervliet Arsenal, 

Watervliet, N. J. 

San Francisco Ordnance District, 
402 Empire Hotel, 

San Francisco, Calif. 

Field Director of Ammunition Plants, 
3637 Lindell Blvd., 

St. Louis, Mo. 

Small Arms Ammunition Sub-Office, 
N. W. Ayer Bldg., 

West Washington Sq,., 
Philadelphia, Penna. 














Corps of Engineers 


Inquiries should be addressed for 





the attention of Redistribution and 
Salvage Officers at the following in- 


stallations: 


Division Engineer, 

Great Lakes Division, 
McCormick Bldg., 

332 South Michigan Ave., 
Chicago, Ill. 


Division Engineer, 
Missouri River Division, 
Farm Credit Bldg., 

19th & Douglas, 
Omaha 1, Neb. 


Division Engineer, 
Northwest Division, 

114, 12 128th St., 

Edmonton, Alberta, Canada. 
Division Engineer, 

Ohio River Division, 

1120 Huntington Bank Bldg., 
Columbus 16, Ohio. 


Division Engineer, 
South Atlantic Division, 
50 Whitehall St., 
Atlanta 2, Ga. 


Division Engineer, 
Middle Atlantic Division, 
Room 909, 

101 East Fayette St., 
Baltimore 2, Md. 


Division Engineer, 
North Atlantic Division, 
2lst Floor, 

270 Broadway, 

New York, 7, N. Y. 


Division Engineer, 
New England Division, 
75 Federal St., 

Boston 10, Mass. 


Division Engineer, 

Pacific Division, 

222 South West Temple St., 
Salt Lake City 1, Utah. 


Division Engineer, 
Southwestern Division, 
Santa Fe Bldg., 

1114 Commerce St., 
Dallas, 2, Texas. 








gional offices of the Procurement 
Division. (Editor’s Note: An ac- 
count of the operation of Trea- 
sury Procurement accompanied 
by a listing of the regional offices 
can be found in the Oct. 14 issue 
of Harpware Ace, page 50-51.) 
Substantial quantities of common 
consumers’ goods such as auto- 
mobiles, clothing, shoes, bedding, 
kitchen equipment and _ utensils 
and tableware have been disposed 
of, largely to other Government 
agencies. Treasury Procurement 
works closely with WPB and OCR 
in selling property outside the 
Government. 

Non-military property, as out- 
lined by ASF, comprises machine 
tools, all types of production 
equipment, hand tools, building 


materials, raw materials of all 
kinds, including those controlled 
by CMP. In order to get this 








Signal Corps 





Commanding General, 
Philadelphia Procurement District, 
5000 Wissahickon Ave., 
Philadelphia, Penna. 


Officer-in-charge, 
Monmouth Procurement District, 
Bradley Beach, N. J. 


Officer-in-charge, , 

Wright Field Signal Corps Procure- 
ment District, 

Barlow Bldg., 

355 South Main St., 

Dayton, Ohio. 


property back into productive use 
as rapidly as possible its avail- 
ability is made known to industry 
as soon as it becomes excess and 
concurrently with internal cir- 
cularization. This is accomplish- 
ed by listing the property with 
the Redistribution offices of WPB. 
Manufacturers can get complete 
information as to what is avail- 
able from these offices, and do 
not have to contact the numerous 
Army establishments. 

For a period of 20 days after 
listing with WPB, the property is 
available only to military agen- 
cies or their contractors. After 
the 20 days, the property may be 
sold to anyone, although war con- 
tractors are given first choice. 

Non-military property is sold 
by the field offices of the various 
procurement services of the Army. 
When a purchaser is found, either 
through the efforts of WPB of 
the Army field procurement of- 
fices, the local officer who has 
custody of the property nego- 
tiates the sale. The fact that all 
sales are carried on in the field 
cannot be too strongly empha- 
sized, and immediate contact with 
the field offices listed upon these 
pages will yield better results than 
any communication with Washing- 
ton. All sales are made under 
applicable OPA and WPB regu- 
lations. 

What has been said thus far 
applies to property owned by the 
Government and under control of 
the War Department. Contractor- 
owned property which becomes 
available as a result of cutbacks 
or termination is sold by the con- 
tractor. Information as to what 
is available may usually be ob- 








Chemical Warfare Service 


Inquiries should be addressed for 
the attention of Redistribution and 
Salvage Officers at the following in- 
stallations: 


Commanding General, 
Edgewood Arsenal, 
Edgewood, Md. 
Commanding General, 
Rocky Mountain Arsenal, 
4th Floor, Cooper Bldg., 
17th & Curtis Sts., 
Denver, Colo. 
Commanding Officer, 
Dallas CW Procurement District, 
Mercantile Bank Bldg., 
106 Ervay St., 

Dallas, Texas. 
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Commanding Officer, 

New York CW Procurement District, 
292 Madison Ave., 

New York, N. Y. 


Deputy Commanding Officer, 
Atlanta Sub-Office, 

Dallas CW Procurement District, 
430 West Peachtree St., N. W., 
Atlanta, Ga. 


Commanding General, 
Pine Bluff Arsenal, 
Pine Bluff, Ark. 


Commanding Officer, 

Chicago CW Procurement District, 
Room 1506 Civic Opera Bldg., 

20 North Wacker Drive, 

Chicago, Ill. 


OBO 


Commanding Officer, 

Pittsburgh CW Procurement District, 
American Bank Bldg., 

Sixth Ave. & Grant St., 

Pittsburgh, Penna., 


Commanding Officer, 
San Francisco CW Procurement Dis- 


trict, 
Room 201, 1355 Market St., 
San Francisco, Calif. 


Commanding Officer, 

Boston CW Procurement District, 
Room 500, 75 Federal St., 
Boston, Mass. 


Commanding Officer, 
Huntsville Arsenal, 
Huntsville, Ala. 


HARDWARE AGE 








—AS = es CORD DO DO 





stry 
and 
cir- 
lish- 
with 
PB. 
plete 
vail- 
do 


fous 


fter 
y is 
zen- 
fter 


‘on- 


old 
us 
ny. 
ner 


of- 
las 
z0- 
all 


1a- 


th 








All communications regarding sal- 
vage should be addressed to the 
Commanding General of the appro- 
priate Service Command, Attention 


of Salvage Officer. Example: 


The Commanding General, 
First Service Command, 
Boston, Mass. 

Attention: Salvage Officer. 


First Service Command, 


Boston, Mass. 
Maine 
New Hampshire 
Vermont 
Massachusetts 
Rhode Island 
Connecticut 


Second Service Command, 


Governor's Island, New York. 
New Jersey 
Delaware 
New York 


Third Service Command, 
Baltimore, Md. 
Pennsylvania 
Maryland 
Virginia 
District of Columbia 


Fourth Service Command, 


Atlanta, Ga. 
North Carolina 
South Carolina 
Georgia 
Florida 
Alabama 
Tennessee 
Mississippi 

Fifth Service Command, 

Fort Hayes, Ohio. 
Ohio 
West Virginia 
Indiana 
Kentucky 


Sixth Service Command, 
Chicago, Ill. 

Illinois 

Michigan 

Wisconsin 


Service Commands 





Seventh Service Command, 


Omaha, Neb. 
Missouri 
Colorado 
Kansas 
Iowa 
Nebraska 
Minnesota 
North Dakota 
South Dakota 
Wyoming 


Eighth Service Command, 


Dallas, Texas. 
Texas 
Oklahoma 
New Mexico 
Louisiana 
Arkansas 


Ninth Service Command, 
Fort Douglas, Utah. 

Washington 

Oregon 

Idaho 

Montana 

Utah 

Nevada 

California 

Arizona 








tained from WPB Regional Re- 
distribution Offices. 

Scrap and worn-out property 
are sold by salvage officers at 
posts, camps, stations and indus- 
trial installations operated by the 
Army. ; 

Manufacturers and others who 
desire to buy specific items for 
their own use will get best results 
by working with regional Redis- 
tribution Offices of WPB. These 
offices will know what is avail- 
able, where it is located and how 
it may be obtained. 

Dealers and others who desire 
to buy for resale should advise 
the WPB Regional Redistribution 
Offices and Regional Offices of 
Treasury Procurement of the spe- 
cific kinds of goods they are in- 
terested in, and request that their 
names be included in_ bidders’ 


Medical Department 


Y 


Inquiries should be addressed for 
the attention of Redistribution and 
Salvage Officers at the following in- 
stallation. 


Commanding Officer, 

Army Medical Purchasing Office, 
52 Broadway, 

New York, N. Y. 








lists. Such requests may also be 
made of field procurement offices 
of the Army. 

Information as to what is avail- 
able in industrial equipment, 
where it is located and how to 
buy may be obtained from re- 


gional WPB offices. This equip- 
ment includes machine tools, pro- 
duction equipment, hand _ tools, 
building materials, and raw mate- 
rials of all kinds. This is sold 
primarily by field offices of Ord- 
nance Department, Chemical War- 
fare Services and Corps of Engi- 
neers. 

The following equipment is 
sold by Regional offices of Trea- 
sury Procurement: automotive 
equipment, construction equip- 
ment; consumers goods; apparel, 
household equipment, bedding, 
baggage, office equipment and 
supplies, and medical supplies. 
Information should be obtained 
from these offices. 

Scrap and salvage js sold by 
Army Salvage officers. Bidders’ 
lists are maintained by Salvage 

(Continued on page 79) 











Philadelphia Quartermaster Depot, 
2800 South 20th St., 
Philadelphia, Penna. 


Boston Quartermaster Depot, 
855 Commonwealth Ave., 
Boston, Mass. 


Jersey City Quartermaster Depot, 
26 Exchange Place, 
Jersey City, N. J. 


DECEMBER 23, 1943 





Quartermaster Corps 


Jeffersonville Quartermaster Depot, 
Tenth St. and Meigs Ave., 
Jeffersonville, Ind. 


Chicago Quartermaster Depot, 
1819 West Pershing Road, 
Chicago, Iil. 

Washington Quartermaster Depot, 
24th and M Sts., N.W., 
Washington, D. C. 


California Quartermaster Depot, 
Clay and 15th St., 
Oakland, Calif. 





Seattle Quartermaster Depot, 
4735 East Marginal Way, 
Seattle, Wash. 


Kansas City Quartermaster Depot, 
Independence & Hardesty Ave., 
Kansas City, Mo. 


San Antonio Quartermaster Depot, 
Fort Sam Houston, Texas. 


Richmond Quartermaster Depot, 
Richmond, Va. 
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Hardware Age 


Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


L, a previous article 


we mentioned a few of the rea- 
sons why post-war planning is 
important, Its importance is not 
restricted to a few people, or to 
large corporations. On_ the ,con- 
trary, its effectiveness will be 
measured by its scope, by the 
vigor of its infiltration into every 
part of our business life. 


Not Merely a Name 


Post-war planning is not a 
name for a new idea, neither is it 
a synonym for a special kind of 
political or social approach. It 
is an attempt to harness the forces 
of common sense in business on a 
national scale with the end in 
view of eliminating post-war un- 
employment and depression. 

Stimulated and enlightened 
thinking by capable men in both 
Government and business has in- 
dicated a basic approach to the 
post-war problem something like 
this: To have national prosperity 
for full employment is essential. 

To attain full employment, na- 
tional expansion of output con- 
siderably beyond pre-war years is 
necessary, and this expanded pro- 
duction must be sold—at a profit. 

The requisite to expansion of 
production and distribution is 
careful planning. The planning 
must include all business, small 
as well as large. 


“They shall beat their swords into ploughshares, 
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Post-War Planning for 


By B. E. BOSTWICK 
Sales Manager, 
J. Wiss Sons Co., 
Newark, N. J 


The hardware dealer is partic- 
ularly important because in every 
community he is a_ recognized 
leader. In many respects the 
hardware store typifies the Amer- 
ican business scene. Hardware 
stores are different things to dif- 
ferent people. They mean the 
first pair of roller skates to a 
youngster, a fine shotgun to a 
hunter, a supply source of paint 
and materials to a house painter, 
a place to buy a pocket knife, or 
an electric socket, or chicken wire, 
etc. 

In his relation to hardware 
manufacturers the hardware deal- 
er may be compared to an elec- 
tric light bulb. Millions of dollars 
are spent upon the technical re- 
quirements for its lighting. Yet 
the millions are wasted if the 
bulb is inefficient. Salesmen’s sal- 
aries and traveling expenses, sam- 
ples, warehouses, showrooms, ad- 
vertising, displays, signs, circulars 
—all these expenses, and many 
more, are investments in the hard- 
ware dealer. The general effi- 
ciency level of all hardware deal- 
ers is the measure of the soundness 
of the investment. 


Success Not Identical 


Yet everyone knows that even 
operating under similar condi- 
tions no two retailers are success- 
ful to the same degree, or even in 
connection with the same items. 
Some dealers can sell paint, some 
can sell appliances, some can sell 
tools; but very few excel in sev- 
eral major departments, and al- 
most none has fully exploited his 
total potential market. In fact, 
the peaks and valleys of retailing 


are very far apart, and the peaks 
are still below the general level of 
efficient merchandising that could 
be attained by post-war planning 
that would encompass these 
phases. 


Product Information 


The thousands of items that 
make up a hardware store must 
be classified generally and de- 
partmentalized. In fact, such 
stock organization if not physi- 
cally, then on paper, is the essen- 
tial step to any understanding of 
hardware merchandising because 
it leads to specialized knowledge 
of each and every product. Let 
us look at a hypothetical hard- 
ware store: 

It carries paint, but paint by 
itself has no meaning. To have 
meaning it must serve special- 
ized purposes such as lasting 
quality here, quick drying there, 
special color or covering prop- 
erties, or ease of application, or 
economy, or flatness or sheen. 
Paint takes its meaning from the 
knowledge and experience of the 
hardware dealer. 

It carries tools, but tools by 
themselves have no meaning. To 
have meaning a hammer, for ex- 
ample, must drive a nail into a 
building, drive a tack into uphol- 
stery, or peen a piece of steel. It 
must have balance and temper. 
The informed hardware dealer 
animates the character of his tools 
by his knowledge and experience. 

It carries household appliances 
having special qualities to meet 
specific conditions, and the dealer 
expands or contracts his outlet for 
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the Hardware Dealer 


In his relation to hardware manufacturers, the 
hardware dealer resembles an electric light 
bulb. Millions of dollars have been expended 
upon the technical requirements for its lighting 
but they are wasted if the bulb itself is ineffi- 
cient. Every expenditure on the part of the 
manufacturer is, in effect, an investment in the 
dealer and the general efficiency level of all 
hardware dealers is the measure of the sound- 
ness of the investment. 


‘them in proportion as his product 
knowledge can be transmitted to 
his customers. 

Chicken wire or shotguns, bi- 


‘cycles or nails, chisels or calipers, 


express wagons or plows assume 
their characters like actors and 
actresses according to the ability 
of the entrepreneur hardware 


‘dealer. 


Good hardware merchandising 
incorporates the ability to give 
life and character to stock in 
trade by the exercise of product 


‘knowledge and post-war planning 


for the hardware dealer is finding 


out more and more about what 
‘he sells. Incidentally, surveys by 
‘research organizations show that 
-among retail sales people, only 10 


per cent can be classified as eff- 


‘cient. 


The Trading Area 


No business, as no individual. 


‘can do its best work unless it has 


a clear idea of its objectives. A 


‘study of his trading area will pro- 


vide such an objective against 
which the hardware dealer can 


measure his progress and toward 


which he can point his day by 


day efforts. The hardware dealer 


must find out, relative to his trad- 
ing area, how big it is, how many 


‘people it has, and what their char- 


acteristics are. His trading area 
must be as familiar to him in his 
business life as his family is in 


‘his personal life. Any standard 
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market data book will provide the 
key by which he can‘ measure the 
ideal size of his business against 
its present size. 

If thousands of hardware stores 
were studied and the best results 
set down as the goal for every 
hardware dealer, with suitable ad- 
justments according to population 
and other marketing factors, the 
resulting figure would be incred- 
ibly large. Yet the calculations 
have their base in experience and 
are therefore reasonable expecta- 
tions which begin to provide 
some idea of the possible horizons 
of the retail hardware business. 

Once the goal is established, 
steps toward its fulfillment can 
be taken. As these steps follow 
one another, new horizons appear 
and new plans can be unfolded. 
At every step along the way 
some development will occur 
which will require certain changes 
and adjustments, even new philos- 
ophies. We never know at what 
particular step a whole new con- 
cept may emerge. 

One of the greatest services 
that leaders in the hardware busi- 
ness can render is to provide case 
histories of what has been accom- 
plished by other dealers. A col- 
lection of such case histories for 
every standard product group 
would constitute a hardware bible 
which, if followed, would inevita- 
bly lead to successful retailing of 
the highest type. 









B. E. BOSTWICK 


The successful hardware dealer 
knows that there is little profit in 
the sale of low-priced items. If 
he carries shovels at 50 cents 
and $2.00 and his cost of doing 
business is 20 per cent, he knows 
that it costs just as much to han- 
dle the 50-cent seller as the better 
one, not 10 cents for the one and 
10 cents for the other. Knowing 
the reasons for the superiority of 
the $2.00 shovel, he places his 


selling emphasis on it. 


Simplification of Selling 


The forward looking hardware 
dealer realizes that too many 
price lines of similar products are 
confusing to clerks and customers 
both. Therefore, he concentrates 
on two or-ethree grades, carrying 
only first, what is good; second. 
that which is better; and third, 
that which is best. The mere task 
of selection will often provide the 
product information” which will 
tend to concentrate most sales in 
the best grade. 

The efficient hardware dealer 
will simplify his selling whenever 
he can by means of display ma- 
terial which illustrates and ex- 
plains as much as_ possible the 
uses and values of his various 
lines. As by increased informa- 
tion he gains increased respect 
for the things he sells so also he 
insists upon better and better dis- 
plays well and carefully main- 





and their spears into pruning hooks.”..... ii, 4; Michah, Iv, 3 
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tained, which give character and 
attractiveness to his store. 


Salesmanship 

The successful hardware dealer 
is sales minded. Appreciating in- 
timately what the products he 
carries will do, he lets his cus- 
tomers know by frequent circu- 
larization, by window display, by 
an attractive catalog that com- 
pares favorably with those issued 
by the large mail order houses. 

The forward-looking hardware 
dealer classifies his stock and tak- 
ing one category at a time, like 
a successful sales manager, builds 
it up in all its various aspects. He 
learns with relation to each clas- 
sification its market, its potential 
sale, and its best presentation, and 
he does the same thing for every 
class of goods he carries. 

Successful hardware stores have 
common characteristics. They are 
clean, well stocked, well lighted. 
Their displays are complete and 
properly placed. Their clerks are 
obliging and cheerful. These fac- 
tors derive from knowledge of 
products because knowledge cul- 
tivates respect, generates success. 

If inadequacy of expression 
makes all of the foregoing sound 
difficult, then keep in mind that 








Join the Hardware Age Post-War Forum! 


Planning for the post-war period is essentiai and mus! not be delayed. 
Every moment is precious for every moment brings us nearer to peace 
and to conditions we have never before encountered. All branches of 
industry will endeavor to make the most of post-war prosperity. Com- 
petition will be keener than it ever has been and there will be many 
new phases entering into the business of distribution. Manufacturers, 
wholesalers and retailers should all make their plans now for the busi- 
ness that awaits them at the end of the war. They should begin to 


plan now! 


The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 








it is easier to do than it sounds. 
Furthermore, both wholesalers 
and manufacturers are for the 
most part prepared to give their 
assistance. The most difficult part 
is getting started doing something. 
The most important factor is that 
attitude of mind which accepts 
the necessity for doing it. 

There are people who deprecate 
the value of material expansion as 
a solution to the basic problems 
of today. Yet it cannot seriously 
be questioned that work, the state 
of being productively busy, is 
good for most of us. In fact, we 
know that when most people are 


idle they lose their perspective. 
Work to the best of one’s ability 
—whether on a farm, at a bench, 
or in an office or store—is the 
simplest and most universal of 
creeds. We can cling to the knowl- 
edge that work of itself is good, 
that leisure to be enjoyed must 
be earned; that imagination to be 
productive must be stimulated. 
Let us work to maintain the kind 
of economy we know, in the belief 
that our material expansion will 
be capable of bringing to us in 
good time the ethical or spiritual 
qualities that are our most evi- 
dent lack today. 


Harness Parts Featured in Sidewall Fixture 


| HARDWARE, Bluffton, Ind.. 
obtained excellent results when 
it displayed harness parts and acces- 


"Tene 





sories in a sidewall fixture. Harness 
is a new line with this company and 
has been stocked for approximately 





This display of harness parts and accessories produces excellent 
volume. It is at the rear of the store where farmers congregate. 
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a year. During that time, the firm 
has developed a very good business 
in this field—a business that is 
growing steadily. 

Space will not permit the show- 
ing of complete sets of harness on 
the main floor so this display is in 
the basement. However, the display 
of harness parts and accessories in- 
dicates to customers that the store 
carries plenty of merchandise of 
this type. 

Halters, bridles, sets of lines, 
hame straps, etc., are shown on the 
background of the open case. Bits 
of various types are also shown there 
on hooks. The entire ledge display 
of the fixture is used to show harness 
accessories such as snaps, buckles, 
hame hardware. curry combs and 
similar items. These are arranged 
in small bins constructed with glass 
dividers. Each bin has a price ticket 
to cover the item on display. The 
stock of collar pads is displayed in 
the base of the fixture. Horse collars 
are shown ‘in the basement with the 
harness. 
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Volume in Chinaware Tripled 


In Slightly More Than a Year 





The chinaware department as seen from the rear 


\ HEN W. E. Ben- 


nett of Fond du Lac, Wis., ex- 
panded his china department, gave 
it wall display almost the entire 
length of one side of the store, 
provided indirect lighting and an 
attractive trim, and increased the 
number of patterns in stock, vol- 
ume on this line tripled in a little 
more than a year. 

The display area devoted to 
china at the present time is 35 ft. 


in length, with one broad shelf at 
the bottom and three higher 
shelves. This store carries a total 
of 110 different sets on hand, and 
this., of course, gives customers a 
wide selection from which to 
choose. 


Sales Are Excellent 


“We make some excellent sales 
of china,” says Mr. Bennett. “For 
example, the other day a soldier 
and his bride came in and bought 


Expanded department, advertising 


and displays build business for 
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W.E. Bennett .of Fond du Lac, Wis. 


— 


the store. 


In addition, 
they purchased other items in the 
store for their home. Our china- 


a set costing $125. 


ware ranges in price from $5 and 
up, depending on quality and the 
number of pieces in the set. We 
make numerous sales of sets at 
from $25 to $85. 

“Because of the fact that people 






ON AVAILABLE GOODS 








Dairy Supplies Stimulate Farm Business 
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Located in an area where there are many dairy farmers, the Arrow 
Store, Menominee, Mich., carries many milk pails, cream cans and other 
dairy supplies in stock, even the proverbial kerosene barn lanterns, and 
all these items are in demand by farmers. This helps to draw a large 
farm trade to the store and also helps in selling other items as well. 











know we have such a large stock 
of distinctive china, we get cus- 
tomers from other cities. We are 
located 65 miles from Milwaukee. 
Recently, a Milwaukee couple 
phoned me that they wanted to 
look at our china but could only 
get to Fond du Lae on a Sunday. 
1 made a Sunday appointment 
with them and sold them $85 
worth of china. Another out-of- 
town couple, who had made a 
Sunday appointment. bought $35 
worth of dishes and pictures from 
us. 

Mr. Bennett says he doesn’t care 
for the Sunday business. but if 
people call long distance for ap- 
pointments, he feels he should 
oblige them. In addition. he sells 
many sets to local people. The 
store carries a wide variety of sets 
of dishes to appeal to townsfolk 
and to farmers as well. 


Open-Type Windows 


This. hardware dealer employs 
the open type of window so that 
people passing on the street can 
look past the window displays 
right into the store. The level of 
the display windows is low and 
permits a better view of the store 
interior than if the window level 
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were higher. Naturally, the china 
department with its varied stock 
and indirect lighting makes a 
splendid showing from the street. 
Very few women can walk past 
this open type window background 
without entering the store. , 
“In a city of this size—27,750.” 
says Mr. Bennett. “satisfied cus- 


tomers will send their friends to 
our store. We make many sales 
in this manner. Satisfied cus- 
tomers will tell their friends of the 
large number of open stock pat- 
terns we have, and thus point out 
that there is no need to go to a 
larger city to buy.” 

The firm advertises its china and 
glassware department in the local 
newspaper and also on a radio 
program on a local station from 
7 to 7:30 p.m. six nights per week. 
The program is musical and sev- 
eral other merchants co-sponsor 
it. Thus the cost per merchant is 
very low. 


Glassware Featured 


Glassware at the Bennett store 
occupies considerable space on 
the opposite side of the building 
from the china. In _ glassware 
there are 16 open stock pattern- 
alone, in addition to miscellane- 
ous stock. These 16 patterns in 
clude no colored glasses, as that 
stock is displayed separately. The 
vlassware and china sections com- 
plement cach other, states Mr. 
Bennett. The woman who buys 
dishes is certainly interested in 
distinctive glassware, and vice 
versa. A wide aisle from the 
china section to the glassware 
across the store permits easy ac- 
cess for customers. 


Cleaning Supplies Attract the Housewives 


LEANING supplies of all kinds 

A are moving well in many hard- 
ware stores. The D. & F. Kusel Co.. 
Watertown. Wis.. has a large clean- 
ing supplies department and gives 
it good backing with well planned 
display windows from time to time. 
A recent window of cleaning sup- 
plies featured a couple of large 





chamois hanging on the _ back- 
ground while a setup display at the 
center contained a scrub pail and 
flanking items such as mops, wash- 
ing compounds, brooms, cleaners. 
wax, door mats, etc. Another win- 
dow featured door mats, door ease 
and other items that make living 
more comfortable. and clean. 





Housewives liked this display and many sales resulted from it. 
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The Post-War Program 
Of Gas Utility Companies 


It Calls for: 


1—Continued Selling of Gas Appliances by the Companies 
2—Greater Cooperation and Assistance to Retail Dealers 
in the Merchandising and Selling of Gas Appliances 


G 
AS utility compa- 


nies, representing 13,091,446 me- 
ters or 68.7 per cent of the 
national total which have fully 
decided on their post-war gas ap- 
pliance merchandising activities, 
expect to continue to sell and mer- 
chandise gas appliances in that 
period and to increase their efforts 
along these lines. They also plan 
to cooperate with and assist retail 
dealers to sell and merchandise 
gas appliances more extensively. 
These conclusions were devel- 
oped in a report released recently 
by the American Gas Association 
which represents more than 5000 
gas producers and manufacturers 
ef gas appliances. The report is 
hased on a survey made by the 
association among a group of gas 
utility companies representing 15.,- 
197,459 meters or 82.5 per cent 
of the national total. Of this to- 
tal, a group of companies repre- 
senting 2,406,013 meters or 13.8 
per cent of the national total were 
undecided on the type of gas ap- 
pliance merchandising plans which 
they would utilize in the post-war 
period and accordingly have been 
deducted from the survey. 





Table I—Companies Retailing 
and/or Distributing and/or 
Wholesaling Gas Appliances 


Pre- _Post- 

War War 
Ranges 75.9% 87.9% 
Refrigerators 67.9% 77.6% 
Water Heaters 84.0% 87.6%, 
House Heating 84.4% 84.7%, 
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This article is based on a survey 
made under the direction of B. A. 
Seiple, chairman of the Sub-Com- 
mittee on Sales Policies, Post-War 
Planning Committee of the Amer- 
ican Gas Association, 420 Lexington 
Ave., New York City. 

Hardware Age is pleased to have 
this opportunity of providing the 
hardware industry with the views 
of the gas companies and their 
post-war merchandising plans. 


* * * 


The survey sought to ascertain 
the views of gas utilities on these 
questions: 

1-—-Where do utility companies 

stand regarding gas appliance 

merchandising in the post;war 
era? 

2—Can the retail dealer expect 

more or less cooperation from 

gas utility companies in gas 
appliance merchandising ? 

Table I shows the percentage 
of utility companies that sold at 
retail and/or at wholesale ranges, 
refrigerators, water heaters, and 
house heating equipment before 
the war. It also shows the per- 
centage of the companies that 
plan to continue these policies in 
the post-war period. In every in- 
stance, more gas utility companies 
expect to sell gas appliances in 
the latter period. 

According to the report. retail 
dealers can expect to find 12.0 
per cent more gas companies sell- 
ing ranges; 9.7 per cent more will 
sell refrigerators; 1.6 per cent 
more will sell water heaters; and 
0.3 per cent more will sell house 
heating appliances. 

Table IT shows the percentage 
of gas utility companies that have 
offered retail dealers cooperation 
and assistance in the selling, pro- 
moting, and merchandising of gas 


appliances prior to the war. It 
also shows the percentage of gas 
companies that plan to assist and 
cooperate with dealers and main- 
tain this activity in the post-war 
period. In every instance, more 
gas companies expect to have 
dealer plans during this period. 

According to the report, retail 
dealers can expect to find 6.4 per 
cent more gas companies with 
programs on ranges; 7.2 per cent 
more will have programs on re- 
frigerators; 6.6 per cent more 
will have programs on water heat- 
ers, and 1.6 per cent more will 
aid dealers in selling house heat- 
ing gas equipment. 

For many years, the gas indus- 
try has been actively engaged in 
promoting dealer cooperation and 
has used as a basis of their dealer 
relations, recommendations and 
principles syggested early in 1931 
by the American Gas Association. 
This recommendation and _ basic 
principles are as follows: 

It is recommended that gas 
companies take the fnitiative in 
bringing about conferences with 
dealers in their localities, to the 
end that the following or other 
mutually acceptable principles 


(Continued on page 77) 





Table I—Companies Assist- 
ing Dealers in Gas 
Appliance Selling 


Pre- Post- 
War War 
Ranges 86.0% 92.4%, 


Refrigerators 79.2% 86.4%, 
Water Heaters 86.9% 93.5% 
House Heating 90.3%, 91.9% 
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The Last Word Counts 


ANY a customer pur- 
chases an article and 
leaves a store with the 


feeling that the salesman was glad 
to get rid of him. Nine times out 
of ten, if the feeling persists, he 
will transfer his patronage to an- 
other store and will suceed in do- 
ing the first establishment con- 
siderable harm by means of nega- 
tive word - of - mouth advertising. 
The worst part of such is a con- 
dition is that the salesman wasn’t 
glad to get rid of him. He merely 
didn’t know how to say “good 
bye.” 

The art of courteously speeding 
a customer on his way is some- 
thing that isn’t acquired over 
night, but it’s never too late to 
learn how to do it. You may 
thank him for his purehase when 
he leaves, you may smile when 
you say “goodbye” and you may 
still succeed in leaving him with 
considerable doubt as to your 
sincerity. 

For example, 
tomer has received his package, 
don’t call it a day by just saying 
“thank you” and letting it go at 
that. Thank him, of course, but 
say something about the merchan- 
dise he has purchased when he is 
about to depart. A brief sentence 
such as “You are going to get a 
lot of good service and satisfaction 
from that baking dish” or “You'll 
receive plenty of compliments on 
your new kitchen floor covering. 
Mrs. Brown,” will work wonders 
as far as the feelings of the cus- 
tomer are concerned. 

You can go still farther and give 
some interesting pointers relative 
to the care and maintenance of an 
article that has just been pur- 
chased. Believe it, the customer 
will appreciate any courtesies ex- 
tended after he has made a pur- 
chase. And he will probably ap. 
preciate it to such an extent that 
he'll keep coming to your store. 


when the cus- 
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Don’t forget to put a little extra 
touch to your farewell to him. 
Don’t let it go with a “When you 
need anything else be sure to 
come in.” Put the personal touch 
into it and add “It’s been a plea- 
sure to have served you, etc.” It 
costs nothing and it is bound to 
help both the store and yourself. 

Last of all, put as much warmth 
into your farewell as you do into 


your greeting. Get some life be- 
hind your smile and some feeling 
into what you say. Don’t give the 
customer the impression that you 
have his money and _ you're 
through with him. The New York 
Telephone Co. for many years has 
had a slogan, “The voice with the 
smile wins.” It’s packed full of 
truth. The voice with the smile 
wins friends and customers both 
for the owner of the voice and for 
the firm he represents. 





Test Your Hardware Sense! 


ORK the problem first—then substitute the figures of 
your business for those in the preblem. 


Grade yourself to see how good you are. 


Each question 


correctly answered is worth 20 points. A grade of 100 is very 
good; 80, good; 60, fair; 40, poor, and 20, very poor. The 
correct answers to these questions will be found on page 89. 


1—A dealer estimated that it would require 20 man hours 
to install a furnace in the home of a customer. He contracted 
to do the job for $30. He paid $1 per hour for labor and 
his men required 22 hours to do the job. Can you figure if 
he made more or less profit than he had planned on the job 


and state how much? 


2—A business reached a volume of $30,000 last year. 
Margin earned was 25 per cent of sales. The business paid 
$1,300 rental ‘for the business property. Assuming that a busi- 
ness cannot afford to pay more than 15 per cent of its margin 
for rent, determine if this business is paying a higher rental 
than it should. What is the maximum rent it can afford to 


pay? 


3—A dealer sells 8d nails at $4.55 per 100-lb. keg. His base 
price at the time is $2.85 per keg, advance over base for 8d’s 
is 50 cents, and his freight is 50 cents per keg. Find the margin 
the dealer is making on sales of this type. 

4—Salesman A spends 80 per cent of his time selling mer- 
chandise and 20 per cent of his time in managerial and buying 
jobs around the store. He receives a salary of $30 per week. 
How much of his weekly salary, in dollars and cents, should 


be charged as selling expense? 


5—Assuming for the purposes of this problem that it is 
unprofitable to sell an item where selling salaries require 
more than 55 per cent of the margin.on the line, determine 
whether it is profitable or unprofitable for a dealer to sell 
the following item: Washing machine retails for $75. Margin 
on the line is 30 per cent. Dealer pays salesmen 15 per cent 


commission on each sale. 


(Answers on page 89) 
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Remington DEALER LETTER 


“Don’t you know 
there’s a war on?” 


eae 


GHE was a completely plain, 
average woman—this woman 
patiently trundling the little cart 
around the supermarket the day 
before Christmas. The sort of 
woman you never notice except 
as an impersonal part of an im- 
personal crowd. The sort of 
woman you probably see in your 
store every day. 

Of course, if you had made a 
point of looking at this woman 
—and few people ever did—per- 
haps you might have noticed 
that she looked very tired, and 
that it was almost automatically 
that she moved through the 
holly-decorated aisles from sec- 
tion to section, choosing the 
everyday staples that average 
women do. A box of corn flakes. 
Three cakes of soap. A pound 
of green beans. Bread. And, 
after carefully counting ration 
points, two cans of tomato soup. 

At the meat counter she hesi- 
tated, seemed undecided for the 
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first time. Displayed were the 
usual wartime-curtailed items. 
Chickens. Liver. Some of the 
lesser cuts of beef and lamb. 
Veal. Various sausages. She in- 
spected them all, one after the 
other, slowly. 

When at last her turn came— 
“T know it’s very late,” she said, 
“but could I possibly get a 
Christmas turkey—even a small 
but good one?” 

The butcher gave her a with- 
ering look. ‘“Lady—” he began. 
And then followed that inevi- 
table commonplace—that loose, 
so-easy gloss over sO many cur- 
rent shortages and so much cur- 
rent surliness alike. “Lady,” he 
snapped impatiently, “don’t you 
know there’s a war on?” 

“Yes. Yes, I know there’s a 
war on,” the woman said, and 
ordered something else. 

Then shortly this plain, aver- 
age woman — (didn’t she know 





there was a war on?)—paid the 
cashier, and presently she was 
out of the gay holiday crowds 
and home again. And on her 
way through to the kitchen she 
paused at the hall table to read 
again the telegram that had ar- 
rived only that morning. 

“The War Department,” the 
telegram read, “regrets to in- 
form you...” 

ok * * 


Many hardware and sporting goods 
dealers may know of a parallel to the 
story above. By a glib “Don’t you 
know there’s a war on?”—or by some 
other impatient rebuke to some one 
who asks for the impossible — you 
never know whom you may hurt or 
offend. Whatever else you may be out 
of these wartime days, never be out 
of patience! Being patient and con- 
siderate will help make all the mer- 
rier and happier the Merry Christmas 
and Happy New Year we wish you. 
Remington Arms Company, Inc., 
Bridgeport, Conn. 
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Stove Makers Foresee Brighter 1944; 
—But Seek Changes in Ration Order 9A 


Materials, manpower, rationing, prices and 
financial conditions discussed at llth annual 
meeting of Institute of Cooking & Heating Ap- 
pliance Manufacturers, Dec. 1-3, at Netherland 
Plaza Hotel, Cincinnati, Ohio. John Russell suc- 
ceeds Albert M. Kahn as president. 


OVERNMENT or- 
ders on production of stoves, the 
OPA Stove Ration Order 9 A, and 
Maximum Price Regulation No. 64 
and the problems of reconversion 
and the termination of war con- 
tracts were the chief topics of the 
llth annual meeting of the Institute 
of Cooking & Heating Appliance 
Manufacturers held Dec. 1-3, in- 
clusive, 1943, in the Netherland 
Plaza Hotel, Cincinnati, Ohio. The 
first day was devoted to meetings 
of the board of trustees and to meet- 
ings of the executive committees of 
the Oil, Gas Range and Solid Fuel 
Divisions of the Institute. 

In his address, which was the key- 
note of the convention Henry H. 
Morse, vice-president, Florence 
Stove Co., Gardner, Mass., and vice 
president, elect, of the Institute had 
as his theme, “1944 Looks Brighter.” 
He traced the situations confronting 
the industry from July 18, 1941, 
the date of a meeting of the Insti- 
tute in Washington, D. C., until the 
time of this most recent gathering, 
as to limitation on production, in- 
cluding concentration, price control 
and rationing. Of order L-23-c, 
which has been amended several 
times since its inception, he said, 
“There are still some things about 
the order that we don’t like. The 
public isn’t getting exactly what it 
should have, but I think that there 
is a decided tendency to further 
liberalization of the order. Brass 
valves for gas ranges are permitted; 
thermostats and thermometers will 
follow; very likely other changes 
will come, changes that are just 
and that are positively in the inter- 
est of the public rather than in the 
interest of the stove manufacturer.” 

As to the adoption of the new 
Maximum Price Regulation No. 64, 
he said the industry did not like 
that regulation because its goods 
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are “priced entirely on direct costs 
and you all know that indirect 
costs during the war period have ad- 
vanced out of proportion to the di- 
rect costs.” Pointing out that since 
it was first promulgated the stove 
rationing order had been modified 
so that “today the order is serving 
the requirements of the public bet- 
ter than it did at first” he declared 
his belief it would be further amend- 
ed “to make the available stoves 
accessible to the people who need 
them most.” 


Rationing Discussed 


Rationing of stoves and its effect 
on stove production and distribution 
was discussed by Samuel Dunckel., 
Washington, D. C., managing di- 
rector of the Institute, who spoke 
on some of the points discussed at 
an unofficial meeting several weeks 
previous. Dealer and distributor or- 
ganizations, in general, it was point- 
ed out favor the flow-back of ration 
certificates as in the long run it may 
lead to more equitable distribution 
of stove products.’ Manufacturers, 
in general, would prefer to see ra- 
tioning left at the consumer-dealer 
level. Recommended was a sub-com- 
mittee to study allowable inventories 
with a view to increasing allowances 
to small dealers. The opinion was 
expressed that original quotas were 
unsound but that OPA had made an 
effort to correct errors concerning 
coal and wood heating stoves. Sim- 
plification of instructions on the or- 
der was recommended. It was 
recommended the 1944 heating pro- 
gram be developed at once. More 
frequent meetings of the Stove Ra- 
tioning Council were suggested and 
it was recommended that small stove 
products be exempted from ration- 
ing. The use of a stove and not its 
design should, it was pointed out 
determine whether it is commercial 
or domestic. Another recommenda- 

(Continued on page 76) 
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We're one AON 
Market Just Now - 





Precision-built metal containers 
for bomb parachutes are bad news 
for the axis from sheet metal work- 
ers at Lindemann & Hoverson. 
Metal tool and control boxes 


have replaced ranges and stoves 


wick looms. The 
facilities of this vast 
production plant 
are in the service of 
the United Nations. 

In thus helping 





is perfecting new 
precision methods 
of manufacture that 
will be Apparent 
in improved L & H 


products. In your 





in L & H production. Cartridge Uncle Sam, this pioneer stove planning for peace, keep 
CTORY 
BUY 
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belts now come from our stove manufacturing organization L&H in mind. 




















A.J. Lindemann & Hoverson Co. 


MILWAUKEE « Since 1875 « WISCONSIN 
MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS 
EROGAS GAS RANGES...OIL STOVES...PORTABLE OVENS...O!L HEATERS...WICKS ALCAZAR 
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The Dean’s 


A, of us in our lives 


have moments we shall never forget. 
Just after the first world war I was 
spending a week end with my friend 
Ernest Kent—of brush fame—at his 
country home near London. At 
luncheon one Sunday he asked if I 
cared to take a walk. We trudged 
along over a country road for over 
a mile when we came to one of 
those gray stone, vine-clad old Eng- 
lish country churches. On the wind- 
ing road my friend had been un- 
usually silent. He pushed open the 
church door and led the way to a 
side pew under a stained glass 
window. He motioned for me to 
take a seat in this pew and then he 
sat beside me. The sunshine was 
streaming through the high windows 
into the shadows of the empty 
church. Following Mr. Kent’s gaze 
I glanced up at the many colored 
stained glass windows over us upon 
which his eyes were fixed. 

His youngest son, an aviator in 
the first world war, was lost in ac- 
tion over the English Channel. This 
window had been placed in _ his 
memory. It was a very beautiful 
example of the window maker’s art. 
That day it glowed with color. 

The inscription was simple. The 
boy’s name. The date of his birth 
and death and the impressive words 


“He has become a part of the 
Glory of England.” 

We sat a long time in silence until 
the light started to fade. I felt that 
any words on my part would be in- 
adequate. On the walk homeward 
Mr. Kent talked of casual matters. 
But after supper that night, he 
selected a volume of poems and read 
aloud. He had a good voice, read 
well, and brought out the feeling of 
the various verses. 

“They shall not grow old, as we that 
are left grow old; 

“Age shall not weary them, nor the 
years condemn, 

“At the going down of the sun, and 
in the morning; 

“We will remember them.” 

Rupert Brooke 

He read several poems in full by 

Brooke and also poems by Alan 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


Seeger. These beautiful verses by 
a young English author and soldier 
and by a young American author 
and soldier, both of whom lost their 
lives in action, seemed to comfort 
him. 


A Flyer’s Story 


Now again in a second world war 
a friend of mine Luther R. Stein 
of Louisville, Ky., last March lost 
his youngest sbn, a flyer, over the 
English Channel. He has two other 
sons in the service. 

At a drive for war funds, he made 
an address at the Brown Hotel, 
Louisville, Ky., on Oct. 28, 1943. 
Some of his friends had this address 
printed in pamphlet form and I re- 
ceived a copy. In this address, Mr. 
Stein read copies of several letters 
from his son written just before 
he was reported missing. I have 
digested the rest of the pamphlet 
but am giving “Tom’s” letters in 
full. Their heart teuching quality 
needs no added words from me. 

After his talk, Luther Stein 
brushed aside complimentary ex- 
pressions with the simple statement 
—“That was Tom’s story, not mine.” 

However, his courageous telling 
of the vivid story without a quiver 
in his voice, made such a deep 
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impression on the 800 or more War 
Fund workers present and on the 
entire community and was regarded 
as such a real contribution to the 
entire war effort, that some of his 
friends arranged for this printing, 
primarily to give a copy to the War 
Fund workers as a memento of their 
effort and cooperation to exceed the 
goal of $1,600,000 in War Bond 
sales. It says in part: 

“Mr. Chairman and Fellow Workers: 

“I deeply appreciate the generous 
introduction, but especially the ref- 
erence to the Three-Star Pin given 
me by my sons. 

“You can easily realize the pride 
of a dad who has the privilege and 
honor of having three sons volun- 
tarily enter the service to do their 
part for our glorious country—which 
has been so good to all of us. 

“When your chairman phoned me 
yesterday he did something which 
will amaze you. 

“I knew what was in his mind. 
He feared I might not feel free to 
talk to you because our youngest 
son, who was pilot of a Flying Fort- 
ress, operating from an American 
base in England, had been reported 
missing since March 8—but who we 
know is lost. 

“My feeling is just the opposite. 
I think it is ‘in line of duty’ for 
everyone, having intimate knowledge 
of what is happening in this war 
and what the War Fund means to 
the men in service, to help in every 
way possible. 

“So there will not be the pos- 
sibility of my comments being mis- 
understood, I want to emphasize that 
my wife, who is working on a team, 
and I are in agreement that we have 
not made a sacrifice. We have suf- 
fered an irreparable and inestimable 
loss of a beloved son, who was one 
of the finest lads and patriotic citi- 
zens of our community—but Tom 
made that sacrifice, not we. 

“Solely to give you a first-hand 
picture of sacrifices made by our 
young men, who are risking their 
lives to preserve everything we want 
to keep, I am going to tell you about 
five young men, who had to be 
‘tops’ physically and otherwise or 
they would not have qualified as Fly 
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IRONING BOARD PADS 
and COVERS 


HERE’S WHY YOU CAN'T GET TEX-KNIT 
IN THE QUANTITIES YOU NEED 


knitted padding has gone 
. To military hospitals for 
oth and comfortable 
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helping keep our boys peeing ome cassia 
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ee gage is going toward filling 
bec nsumer demand for a better pad to 
£ home laundering. Because 
Tex-Knit products are 
available ina limited sup- 
ply, we suggest you get 
in touch with your jobber, 
distributor, or write direct. 
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From Cotton Bale to Pads . 
..» Textile Mills is the only Q he 
company that looms the ee Ws! 
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When Susie 


walked out... 


ik my own maid now. When our cook left us for a war 
plant job, I took over on the kitchen front. For the 


first time in years, I’m doing all the cooking. I thoroughly 
enjoy it—and I’ve had no complaints from an extremely 


“‘Susie-conscious” family! 


My Grand Range is my best ally. It’s ten years old now, 
but still going strong. You can tell it was well-built in 
the first place. There’s years of good ser- 
vice in it yet—but after the war, I'm 


going to get the best new range available— 








and you can be sure it will be a Grand. 


WHEN PEACE COMES...IT WILL BE GRAND 








ing Fortress pilots almost two years 
ago, when the requirements were 
much stiffer than now. I met four 
of them at the bomber base in the 
east, just before they and our Tom 
flew to England last October. 

“These young fellows, all under 
25 years of age, were Captain Tom 
Taylor of Oregon; Lieutenants 
Hank Burman of Philadelphia, Neal 
Jenkins of Fairmont, W. Va., and 
Ike Benson of Anguilla, Miss. The 
last named three and our Tom 
jokingly called themselves the key- 
men of their outfit. 

“I need not make up things to 
tell you; I am going to quote from 
letters Tom wrote from England: 


“*Early in October 

“*The English have certainly been 
underestimated. You have no idea 
what they have been through or 
what they are putting out for this 
war. There is only one thing on 
these people’s minds—War and Vic- 
tory, at any cost. 

“*As to living conditions, I would 
give anything to be back in the 
Muroc Desert of California, as bad 
as that was. A shower and a town 
with lights would be luxuries to us. 
I have yet to see a fresh egg, all 
ours are powdered, nor a steak, a 
glass of milk or a piece of white 
bread. A “coke” is unheard of. No 
napkins—no fruits or fruit juices, 
no steam heat, no running water— 
blackouts really mean blacked out 

you are always bumping into 
something or somebody. It is a court 
martial offense to display one light 
at night. 

“*We feel bitter when we read 
about lavish parties, etc., strikes in 
the factories and complaints about 
the cost of living—at least every 
one in America has a living, and 
that’s more than the people over 
here have. When I get back, if I 
ever hear of anyone complaining, 
I will just shoot him and get it over 
with.’ 

““Christmas Day 


“*You have no idea what a won- 
derful sight those “White Cliffs” are 
to you on that long trip back, and 
[ do mean long trip back. ..We 
frequently buck headwinds of a hun- 
dred miles per hour coming home. 
The worst part is that Jerry will 
come practically all the way home 
with you. He is up there waiting 
for you. He picks you up as soon 
as you start across and stays with 
you all the time. That is why you 
experience every phobia known to 
mankind. Every Gremlin in the 
book works on you, and you don’t 
see how you can possibly get over 
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there—do the job—and get back. 
Well, you finally sweat it out (and 
I do mean sweat), and you finally 
get back. Nothing to it—is there?’ ” 

“In a letter to his brother, Bob, 
who was captain of Team 40 last 
year, and immediately afterwards 
entered the Air Corps. Tom wrote: 

“*We had a rough time of it a 
few days ago and took a hell of a 
beating, including myself. I feel 
like a ghost writer, if you know 
what I mean. I think I could fur- 
nish Larry Watkins additional mate- 
rial for his book; namely, “On Bor- 
rowed Time.” 

“Tt seems that each mission gets 
worse. How long a man can last 
at this stuff, I don’t know. I thought 
my number was up, but I guess I 
am being saved for something else. 
The last “show” lasted the length 
of your minimum dual training time 
(eight hours)—so you see what took 
you three weeks to do, we did in one 
day and under somewhat different 
circumstances. It was hell all the 
way over and back—I pray that 
there will never be another one 
like it.’ ” 

“I mentioned Tom Taylor of Ore- 
gon. He was Tom’s captain and 
teacher over here and his major 
‘Over There.’ Tom idolized him. 
In a letter, dated January 16 ex- 
pressing thanks for some things we 
had sent, he wrote: 

“ ‘However, the joy of the above 
was completely overshadowed by 
the loss of Major Taylor, who gave 
his all in this war. He was killed 
a few days ago, and I am really 
sorry I saw it happen. A sight I 
will never forget. We took a hell 
of a beating that day, and yours 
truly hasn’t gotten pver the fact that 
he is still alive. It’s pretty tough 
over here. One of the keymen was 
injured, but only slightly. This is 
strictly major league stuff. 

“‘T am now a firm believer in 
fatalism, especially after the way we 
lost the Major. Definitely those 
shells have your name on them, and 
if your name isn’t spelled correctly 
you're lucky. If it is, your number’s 
up. 


“ese 


Incidentally we are no longer 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 66 








on American rations, but on RAF 
rations, which as you can imagine 
are of no comparison to our own. 
All the foods over here are well 
camouflaged, but basically they are 
nothing but beat up potatoes and 
beans—and I do mean beat up.’ 


“On January 29 he wrote: 


“*After a plane ride a few days 
ago (check the newspapers) I was 
given a couple of days leave. While 
in London there was a reprisal raid. 
Now I have been on both ends— 
receiving and giving. I don’t know 
which is worse, but think I would 
rather drop them than receive. 

“‘T now have about 1/6 of the 
combat hours required to be sent 
back to the States. Of course, that’s 
not the important element — it’s 
keeping alive that seems to worry 
most of the fellows. If Jerry doesn’t 
get you, the weather and the food 
will. Honestly, I believe I will be 
the greatest Christian who ever lived 
if I can reach my goal.’ 


“January 31 

“*Guess you read in the papers 
where we made our first daylight 
raid on Germany. Id better stop 
writing and straighten up my sack 
—or bed. Incidentally I put my pil- 
low on when I get up in the morn- 
ing, simply because my pillow con- 
sists of my winter flying jacket. A 
pillow is another luxury I am with- 
out. When I get back to the States. 
I am going to bed for two months 
and am not going to move, but have 
everything brought to me.” 


“*February 8 


“We lost a good man a few days 
ago. He and his whole crew went 
down together over Germany. He 
was one of our group of fellows 
who stuck together all through the 
Army—we have flown together over 
a year and a half. He was rammed 
by a German fighter, and naturally 
didn’t stand a chance. It looked as 
though it was accidental, but just 
the same it happened. 

“I don’t mind going over there 
and having a clean fight, but when 
they run into you—well, school is 
out, and I am beginning to love 
school. 

“‘Contrary to popular belief you 
don’t get used to it. Everyone is 
different and tougher than the first. 
As you probably read, we are going 
over Germany now and as you can 
imagine Jerry is a little more eager 
when we come over his yard. Nat- 
urally he throws up everything that 
he can get his hands on, and he 
really has it up there. It always hits 


(Continued on page 34) 
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We Will Spend $2520 


of Our Own Money 
to 4: ting Customers 


into Your Store / 


Here Is THE PLAN—I/T Works! 


Pick out 100 of your best customers—We will 
end from this office a letter enclosing an in- 
troductory check good for 25¢ on 
the purchase of a gallon of Tox- 
ite when presented at your store. 
At the end of 60 days send us all 
checks you have redeemed and 
we will reimburse you 
in cash. This business 
building plan helps 
sell your first order 
quickly and Builds 
Permanent demand. 






































Toxite is nation- 
ally advertised 
to over 16,000,- 
000 = circulation 
every month. 


To get this support 
you order 1 doz. 
quarts and 1 doz. gal- 
lons Toxite Cost 
$16.80. Profit $7.20. 
Checks, letters and 
mailing cost you noth- 
ing. Order your 
Toxite from your fav- 
orite jobber. Send us 
the list. We will do 
the rest. 







REPRODUCED 
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TOXITE 
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Chestertown 


Maryland 
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SOUTHERN JOBBERS MANUF ACTURERS; 
MEET IN CINCINNATI, APRIL 17-20, 1944 


NETHERLAND PLAZA HOTEL IS 


HEADQUARTERS 


Joint war-time conference of American Hardware 

Manufacturers Association and Southern Hardware 

Jobbers Association has allocation of 300 rooms at 

Netherland Plaza, a like number at the Gibson and 
200 rooms at the Sinton Hotel. 


The annual joint meeting of 
the Southern Hardware Jobbers 
Association and the American 
Hardware Manufacturers Associ- 
ation will be in the form of a 





SPENCER T. OLIN 


war time conference to be held | 


from Monday, April 17 to Thurs- 
day, April 20, 1944, inclusive, 
with headquarters at the Hotel 
Netherland Plaza, Cincinnati, 
Ohio. This will mark the Fifty- 
fourth annual gathering of the 
Southern Hardware Jobbers and 
the Eighty-Eighth s e mi-annual 
meeting of the American Hard- 
ware Manufacturers Association. 
Like other war-time conferences 
no entertainment program has 
been arranged. 

Headquarters of the two asso- 
ciations will be the Netherland 
Plaza Hotel, in which hotel all 
meetings will be held. A total 
of 300 rooms has been allocated 
to the convention at the head- 
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| quarters hotel, a like number of 
rooms being set aside at the Gib- 
son and a total of 200 rooms have 
been set at the disposal of the 
convention at the Sinton Hotel. 
In the event these rooms will not 
take care of convention needs a 
reasonable number of rooms will 
be available at the Fountain 
| Square Hotel. A recent execu- 
| tive committee meeting of the 
| Southern Hardware Jobbers As- 
| sociation passed a resolution re- 
questing that member companies 
| of both that group and the Ameri- 
| can Hardware Manufacturers As- 

sociation limit their request for 
| rooms to not more than two bed- 
| rooms each (plus parlor if re- 








| 
| 
| 





- 


W. A. PARKER 


quired) at the Netherland Plaza 
Hotel, requesting rooms in excess 
of that number at the other ho- 
tels mentioned. The Netherland 
Plaza Hotel, however, is acting 
as “clearing house” for room 








reservations for the convention 
and requests for rooms should 
therefore be addressed to that 
hotel. 


Convention registration will 
start at 9 o’clock Monday morn- 
ing, April 17, the first edition of 
the delegate lists to be issued 
Tuesday morning, April 18 at 
8:30 P. M. The convention will 
adjourn at noon on Thursday, 
April 20. Program details will 
be announced at a later date. 

T. W. McAllister, secretary, 
Southern Hardware Jobbers As- 
sociation, has his offices in the 
Grant Building, Atlanta, Ga. 
Charles F. Rockwell, 342 Madi- 
son Ave., New York City, 17, N. 
Y., is secretary of the American 
‘Hardware Manufacturers’ Asso- 
ciation. Spencer T. Olin, West- 
ern Cartridge Co., E. Alton, IIl., 
is president of the American 
Hardware Manufacturers Asso- 
ciation and W. A. Parker, Beck 
& Gregg Hardware Co., Atlanta, 
Ga., wholesale distributors, is 
president of the Southern Hard- 
ware Jobbers Association. 


GREENE, TWEED BUYS 
ASBESTOS CO. 


The Asbestos Fibre Spinning 
Co., North Wales, Pa., has re- 
cently been purchased by Greene, 
Tweed & Co., New York City, 
manufacturer of self lubricating 
mechanical packings and also 
various mill supply specialties. 
No officers have been elected as 
yet, but O. W. Trumbull, vice- 
president and general manager 
of the Greene, Tweed & Co., will 
assume the same position with 
Asbestos Fibre Spinning Co. 








HAROLD W. NUTTING 


NUTTING HEADS SALES 
FOR PYREX HOUSEWARE 
IN NEW ENGLAND 


Harold W. Nutting was recent- 
ly appointed director of distribu- 
tor sales and promotion in the 
New England territory for the 
Pyrex Housewares products of 
the Corning Glass Works, Corn- 
ing, N. Y., effective Jan. 1. He 
succeeds Bernard A. Burke, who 
will retire at that time. Mr. Nut- 
ting was former! associated with 
the Corbin Screw Division of 
American Hardware Corp., in the 
Missouri River territory. He be- 
came associated with Corning 
Glass Works in 1920 as Pyrex 
Ware sales representative with 
headquarters in Kansas City, Mo. 
Later he was transferred to Min- 
neapolis to head the eight state 
territory of Minnesota, North Da- 
kota, South Dakota, Colorado, 
Wyoming, Iowa and parts of Wis- 
consin and Montana. He con- 
tinued in that territory until he 
moved back to New England for 
his new appointment. This as- 
signment marks the beginning of 
his 25th year of service with the 
company, which is the longest 
record in the Pyrex Housewares 
sales group. 


AMERICAN SCREW CO. 
MOVES ITS OFFICES 


The offices of the American 
Screw Co. have been moved from 
the General Motors Building and 
are now located in Room 502, 
Stephenson Bldg., Detroit, Mich. 
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WATERBURY CLOCK TO CHANGE NAME 
TO UNITED STATES TIME CORP. 


Company now engaged entire- 
ly in war-work plans for post- 


war expansion 
phases of 


At a recent special meeting of 
stockholders of the Waterbury 
Clock Co., Waterbury, Conn., it 
was voted to change the com- 
pany’s name, as of Jan. 1, 1944, 
to The United States Time Corp. 





J. LEHMKUHL 


Although the company’s new 
name adequately expresses the 
company’s plans for the future— 
broader production covering all 
phases of time measurements— 
the “Ingersoll” name will con- 
tinue to be identified with the 
company’s line of lower priced 
watches, and the name “Water- 
bury” will be retained for the 
company’s line of clocks. Post 
war planning also includes exten- 
sive development of the com- 
pany’s research department. 
The company, one of Ameri- 
ca’s oldest manufacturers of 
clocks and watches, is perhaps 
best known as the producer of 
the world-famous Ingersoll watch, 
of which 150,000,000 were made 
establishing the company as the 
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time 








to include all 
measurement 


world’s largest producer of 
watches. In the spring of 1942 
the company constructed in 88 
days, its new assembly plant in 
Middlebury, which is 100 per 
cent air-conditioned and _ espe- 
cially built for assembling the 
most intricate precision devices. 





It is anticipated that post-war 


conditions, with a tremendous 
development of automatic ma- 
chinery and automatic instru- 


ments, both in the industrial field 
and in the home appliances field, 
will materially increase demand 
for time devices and indicating 
instruments of different types. 

J. Lehmkuhl, present president 
of the company joined the or- 
ganization in 1940 at which time 
the financial structure of the 
company was strengthened by 
new capital. 


Turner Brass Works Receives Army-Navy “E” 


The Army-Navy “E” award for 
high achievement in the produc- 
tion of war materiel was recently 
awarded to the employees of The 
Turner Brass Works, Sycamore, Ill. 
The ceremonies were held in the 
plant where one section was en- 
closed with colorful draperies, to 
give the appearance of a large 
theater. Major James A. Mc- 
Bride, Sr., Chief of the Produc- 
tion Section of the Midcentral 
Procurement District of the 
United States Army Air Corps 
represented the Army at the ex- 
ercises, and presented the pen- 


| nant to J. H. Joseph, factory 


Comdr. C. N. 


supervisor. Lt. 





Soderstrom, Security Officer, In- 
spector of Naval Material Office, 
Chicago, Ill., presented the “E” 
pins, which were given to the 
representatives of the employees 
by Private Calvin S. Gay, a 
wounded soldier from Percy 
Jones General Hospital, Battle 
Creek, Mich. Special guests 
were Brig. Gen. Thomas S. Ham- 
mond, I. N. G. (Ret.), Chief of 
the Chicago Ordnance District 
and Col. John Slezak, Deputy 
District Chief of the Chicago 
Ordnance District. Col. Slezak 


is president of The Turner Brass 
Works, on leave of absence. 





Left to right: Nelson Hanks, secretary; Melville Lawrence, chief engi- 
neer; Col. John Slezak, president on leave of absence; John W. Mock, 


sales manager, 


and Julian H. Joseph, works supervisor. 





E. J. BARCALO RESIGNS 
FROM MANPOWER UNIT 


Because of ill health Edward 
J. Barcalo, chairman of the 
board, Barcalo Mfg. Co., Buffalo, 
N. Y., has requested that his 
resignation as chairman of the 





EDWARD J. BARCALO 


Labor Requirements Committee 
of the Area War Manpower Com- 
mittee be accepted. Mr. Barcalo 
became ill while on a short and 
much needed vacation in October. 
Because of his efforts and value 
WMC Regional Director Anna 
M. Rosenberg asked him to hold 
his resignation in abeyance and 
instead take a furlough until his 
condition permitted further dis- 
cussion. 

Mr. Barcalo has been chair- 
man of the Labor Requirements 
Committee since its inception 
last June. “The Buffalo Evening 
News stated that he had “won 
the admiration of his colleagues 
and of management and of labor 
for the manner in which he 
handled a difficult task.” 

Prior to becoming chairman of 
the board of directors of Barcalo 
Mfg. Co. Mr. Barcalo had for 40 
years been president of the com- 
pany. 

GARRETT CO., INC., 
WINS ARMY-NAVY “E” 
George K. Garrett Co., Inc., 

Philadelphia, Pa., was recently 
awarded the Army-Navy “E” in 
recognition of its excellence in 
war production. 
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So TERR GR. 


There’s a 
BIG PROFIT-MAKING 





in the 


STOVE BUSINESS 








Due to wartime restrictions on production of new 
cooking and heating appliances for civilian use, 
an ever-increasing "backlog" of demand is piling 


up. 


After the war, this boom" demand will be let 
loose—to flood dealers with orders for new 
ranges and heaters. And accumulated War 
Bonds and other savings will turn that demand 
into sales . . . sales . . . SALES! 


In this attractive future, the name ALLEN 
will continue as a guide post to quality 
stoves and better values. 


Since Pearl Harbor, we have been producing mainly for 
needs of the armed forces. But when Victory is won, new 
ALLEN Ranges and Heaters will again be available in 
quantity to you and your customers. They'll be even finer 
ALLENS, too, because of new improvements developed 
during our war production. 


Meanwhile, you can sow the seed for 
after-the-war sales by identifying your- 
self as the ALLEN Deoler In your com- 
munity, and by maintaining your cus- 
fomers’ present equipment in good re- 
pair and operating condition. 


BUY EXTRA WAR BONDS... 
FOR QUICKER VICTORY! 


ALLEN MANUFACTURING CO., Inc. 


NASHVILLE, TENNESSEE 









PARLOR FURNACES* 
PRINCESS RANGES»: 
STREAMLINE 
RANGE ETERNAL 


WET; 


| Thayer and Henshaw Form New Business; 


Wholesale 








JERE HENSHAW 


| headquarters at 14-L10A in the 
Merchandise Mart, Chicago, IIl., 
to present a select number of 
hardware, housewares, toy and re- 
lated lines to the trade through 
personal solicitation and with a 
display in the company’s sample 
rooms. Associated with Mr. 
Thayer is Jere Henshaw, who like 
Mr. Thayer was previously an 
executive in the Tru-Test organi- 
zation in Chicago. 

Mr. Thayer has had 25 years 


STRITE HEADS SALES 
FOR THREE DIVISIONS, 
AMER. SAFETY RAZOR 


Victor P. Strite has been ap- 
pointed general sales manager of 
the Gem, Star and Ever-Ready 
Divisions of the American Safety 
Razor Corp., Brooklyn, N. Y. He 








—Known as Wholesale Merchandisers 


E. W. Thayer has formed a | of experience in all phases of the 
new business to be known as | hardware business, having started 
Merchandisers, with|in his father’s retail hardware 


store in Phoenix, Ariz., which he 
left to become merchandise man- 
ager of American Wholesale 
Hardware Co., Long Beach, Calif., 
wholesalers. Four years ago he 
joined Tru-Test which he served 
in various capacities, having re- 
cently specialized in buying and 
merchandising toys for that or- 








E. W. THAYER 


ganization. Mr. Henshaw has a 
wide acquaintance among whole- 
sale and chain drug trades and 
among department stores. 





was for the past 12 years Pacific 
Coast sales supervisor with head- 
quarters in San Francisco, Calif. 
Mr. Strite has been connected 
with the company since 1917. He 
will make his headquarters in the 
main offices of the American 
Safety Razor Corp., 315 Jay St., 
Brooklyn, N. Y. 





LOS ANGELES POT & 
KETTLE ELECTS FRED 
BROSE, PRESIDENT 


| Fred C. Brose was recently 
elected president of the Los An- 
geles Pot & Kettle Club at the 
annual business meeting. Other 
officers elected are as follows: 
M. E. Niedecker, first vice-presi- 
dent; A. D. McBurney, second 
vice-president; V. T. Rupp, re- 
cording secretary; Howard C. 
Sargent, corresponding secretary : 
and Jack Palmtag, treasurer. 
The newly elected directors are: 
B. J. Badham, Jr., Hoffman 
Hardware Co. and A. G. 
Fischer, housewares buyer for 


|J. W. Robinson Co. 
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KELLER GENERAL SALES 
MGR. FOR EDWARD 
KATZINGER CO. 


Frederick Keller, formerly vice- 
president and general sales man- 
ager of the Peerless Novelty Co., 





FREDERICK KELLER 


Grand Haven, Mich., was recently 
appointed general sales manager 
of the Edward Katzinger Co., 
Chicago, Ill. Prior to his affilia- 
tion with the Peerless Novelty 
Co., he operated his own engi- 
neering and export business. 

Mr. Keller’s headquarters will 
be located at the main plant of | 
the Edward Katzinger Co., where | 
he will have jurisdiction over the | 
sale of all products sold in the 


hardware and housewares field. 
Mr. Keller received his early 
training with the Keller Pneu- 
matic Tool Co. 


SEAL-SAC’S OFFICES 
-MOVED TO NEW YORK 


Seal-Sac., Inc., manufacturers 


lof the “Enduro-Tex” and “Seal- 


Sac” products will move their 


| executive offices from Fall River, 


Mass., to 6 East 39th St., New 


| York City, on Jan, 2, 1944. The 


factory will remain in Fall River, 
Mass., and the branch offices in 
Chicago and San Francisco will 
both remain at the same ad- 
dresses. J. H. Moss and George 
Kroner, the firm’s president and 
vice-president respectively, wiil 
make their headquarters in their 
New York offices after the first 


| of the year. 


JOHNSON GENERAL 
SALES MANAGER 
FOR NORTON CO. 


W. Earle Shumway has been 
recently appointed sales manager 
for the western territory of the 
Norton Co., Worcester, Mass. He 
succeeds R. M. Johnson who was 
recently appointed general sales 
manager. Raymond E. Taylor 
has been appointed Chicago dis- 
trict manager succeeding Mr. 
Shumway. Mr. Taylor has been 
with the company for 23 years. 


N.C.H.A. and Architectural Consultants 
Discuss Post-War Planning in New York 


In lieu of their annual conven- 
tion members of the National 
Contract Hardware Association, 
builders’ hardware distributors, 
held an eastern regional meeting 
at the Hotel New Yorker, New 
York City, Dec. 8, devoted to a 
discussion of the builders’ hard- 
ware industry in the post-war 
period. Well attended by mem- 
bers from the Atlantic Seaboard 
states this session was followed 
by a cocktail party and dinner 
jointly attended by members of 
N.C.H.A. and the American So- 
ciety of Architectural Hardware 
Consultants. 

The N.C.H.A. meeting had 
been preceded by a Midwest Re- | 
gional meeting, and the officers | 
elected and the motions made at 
that meeting were ratified at the 
Eastern Regional Meeting. The 
following officers were elected 
for the year: president, Ralph F. | 
Barber, Chandler & Barber Co., | 
Boston, Mass.; B. D. Straughan, 
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B. D. Straughan Hardware Co., 
Minneapolis, Minn., first vice- 
president and W. E. Peterson, 
Shapleigh Hardware Co., St. 
Louis, Mo., second vice-president. 


Members of the American So- 
ciety of Architectural Hardware 
Consultants held their eastern re- 
gional meeting at the Hotel New 
Yorker, New York City, on Dec. 
9. Previous to the meeting, a 
dinner was given the members, 
which was jointly attended by 
member of the National Contract 
Hardware Association. Post war 
subjects were also a feature of 
that meeting. Officers of the 
American Society of Architec- 
tural Hardware Consultants, who 
were previously elected at that 
organization’s midwest regional 
meeting are: president, John H. 
Freeman, Detroit, Mich.; and 
vice-presidents, Carl D. Himes, 
Carl D. Himes, Inc., Dayton, 
Ohio, and Max T. Doland, H. H. 
Sullivan, Inc., Rochester, N. Y. 








The FAIRMOUNT 






* 


TOOL & FORGING COMPANY 


Hand Tools * Special Tools * Forgings 
10611 QUINCY AVENUE » CLEVELAND, OHIO 
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G. E. Basye, Manager; Albritton, 
Sales Mer., Braner-lvory Handle Co. 


Guy E. Basye, formerly sales 
manager for the Bruner-lvory 
Handle Co., manufacturers of 





GUY E. BASYE 


hickory and ash handles, Hope, 
Ark., has recently been appointed 
general manager of the company. 
Mr. Basye, who has been sales 
manager for the past 15 years, 


LIND SALES MGR. 
FEDERAL TOOL CORP. 
HOUSEWARES DIV. 


Carl J. Lind has recently been 
advanced to the position of sales 
manager of the housewares divi- 
sion of the Federal Tool Corp., 
Chicago, Ill. He will be in 
charge of houseware, premium, 
and specialty business, and will 
also assist in development work 
on new lines for post war pro- 
motion. 


TEMPLETON, KENLY 
NAMES LEWIS V.P. 

IN CHARGE OF SALES 

A. C. Lewis, associated with 
Simplex jacks for more than 30 
years, has recently been appoint- 
ed vice-president in charge of 
sales for Templeton, Kenly & Co., 
Chicago, Ill. Mr. Lewis will 
make his headquarters in Chi- 
cago, but will maintain contact 
with Canadian distributors 
through frequent trips to the do- 
minion. When he joined the 
company in 1912, Mr. Lewis was 
sent to Toronto to open a Cana- 
dian manufacturing plant for 
Simplex jacks. Prior to the out- 
break of World War I, he went 
to England and the continent to 
establish European distribution 
for the Canadian factory. When 
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has been succeeded by Aubrey A. 
Albritton, who has been assistant 
sales manager. Mr. Basye, who 
is a partner in the business, be- 
came associated with the com- 
pany in 1919, while Mr. Albritton 
became connected with the com- 
pany in 1923. 





AUBREY A. ALBRITTON 


the Canadian plant ceased in 
1915, he resigned to form A. C. 
Lewis Co., Ltd., Canadian dis- 
tributors for the Simplex jacks 
with the manufacturing contin- 
ued by William Kennedy & Sons, 
Ltd., Owen Sound, Ontario. In 
1917, after becoming a British 
subject, he went to France. After 
the war he returned to his busi- 
ness which was taken over by the 





A. C. LEWIS 


Railway & Power Engineering 
Corp., Ltd., in 1928, including 
the distribution of Templeton, 
Kenly & Co., products. He con- 
tinued as special representative 
of the sales department. 








HAROLD S. CLOSE 


CLOSE PRES. OF LOCAL 
CHAMBER OF COMMERCE 


Harold S. Close, Ayers & Gal- 
loway, Middletown, N. Y., hard- 
ware dealers, and a past presi- 
dent of the New York State Re- 
tail Hardware Association was 
recently. elected president of the 
Middletown Chamber of Com- 
merce, 


AMERICAN OPTICAL CO. 
OFFERS SAFETY AIDS 


The American Optical Co., 
Southbridge, Mass., is assisting 
in the campaign against indus- 
trial eye accidents by making 
available to industry several free 
safety promotion services. In- 
cluded among the services are 
safety posters, which show the 
importance of wearing safety 
goggles on eye-hazardous jobs 
and a miniature newspaper, 
“The Safety Clipper,” which con- 
tains material on eye safety 
designed for reproduction in em- 
ployee magazines or newspapers. 
Recommendations by AO safety 
representatives for effective eye 
protection programs and analyses 
of plant eye hazards are also be- 
ing offered. A 16 mm. sound 
training film entitled, “Right on 
the Nose,” demonstrating the 
simplest way of fitting non-pre- 
scription safety goggles for con- 
fort is available for industry, and 
all the information in the film is 
incorporated in booklet form. 
The AO safety representatives 
will arrange for any of these 
services. 


SPENCER HEADS SALES 
OF ROPER IN N. OHIO 


W. J. Spencer, associated with 
the late Harry J. Friedlander in 
the Roper Distributing Co., han- 
dling the sales and service of the 
company’s gas ranges in north- 
ern Ohio, will continue the super- 
vision of this district for Roper. 





G.E. APPLIANCE 
REPAIR CENTER 
OPENS IN PHILA. 


The General Electric Co. re- 
cently opened its new Philadei- 
phia Appliance Service Center at 
2314 Market St., Philadelphia, 
Pa. The building will serve as 
the parts and service headquar- 
ters in metropolitan Philadelphia 
for all home appliances manu- 
factured by G-E’s Appliance and 
Merchandise Department. Ac- 
cording to the manager, G. H. 
Reid, the Center will handle all! 
servicing of G-E’s major appli- 
ances in Philadelphia’s metro- 
politan area, and will also serve 
as a small appliance parts supply 
depot for the entire Atlantic dis- 
trict, which is comprised of por- 
tions ‘of New Jersey, Pennsyl- 
vania, Virginia, Maryland and 
West Virginia, and all of Dela- 
ware and North Carolina. In 
addition to thesé responsibilities 
the Center will handle any small 
or major appliances which deal- 
ers, distributors or utilities wish 
repaired. G-E products not under 
supervision of the Appliance Ser- 
vice Center are those comprising 
commercial refrigeration and oil 
heating. 

At the time of the opening 
more than 300 guests inspected 
the big four-story building hous- 
ing the center, witnessed movies 
of the repair of the company’s 
small appliances and heard com- 
pany officials outline objectives 
of the center. That evening out- 
of-town dealers who service major 
appliances were given an inspec- 
tion tour followed by instruction 
on the repair of early G-E models 
of refrigerators. 

G. H. Reid is manager, L. K. 
Ennes, operating manager, J. M. 
Scott, parts sales and J. A. Raf- 
ferty, appliance sales representa- 
tive. M. J. Sands is manager of 
appliance sales for the entire At- 
lantic area and G. W. Orr rep- 
resents the district as product 
service representative. 





HUFF NAMED PRICE 
HEAD OF IRON & STEEL 
BRANCH OF OPA 


Waren M. Huff, associate price 
executive, has recently been ap- 
pointed price executive of the 
Tron & Steel Branch, OPA, to 
succeed Donald D. Kennedy, who 
resigned. Mr. Kennedy is leav- 
ing OPA to accept a position as 
assistant general manager of the 
Farrell-Cheek Co., steel castings 
manufacturing concern, Sandus- 
ky, Ohio. Mr. Huff joined the 
OPA’s Iron and Steel Branch in 
Feb. 1942, and became Associate 
Price Executive in July, 1942. 
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BIGGERS DIRECTOR OF 

B. & O. RAILROAD CO. 

John D. Biggers, president of 
the Libbey-Owens Ford Glass Co., 
Toledo, Ohio, was recently elect- 





JOHN D. BIGGERS 


ed a director of the Baltimore & 
Ohio Railroad Co. He succeeds 
the late Joseph E. Widener. 


HERBERT ABRAHAM 
CELEBRATES 40TH 
YEAR WITH RUBEROID 


Herbert Abraham, president of 
the Ruberoid Co., 500 Fifth Ave- 
nue, New York City, was recently 
congratulated by the directors of 
the company upon completing his 
40th year with the firm, which 
he joined as a chemist in 1903. 


BROWN SALES MGR. 
FOR ACE DRILL CORP. 


Robert Brown has_ recently 
been appointed sales manager 
for the Ace Drill Corp., Detroit, 
Mich. Mr. Brown will cover the 
eastern states with headquarters 





Housewares Manufacturers’ Association 





in Philadelphia, Pa. He has 
been connected with the cutting 
tool industry for the past 20 
years, and is a past president of 
The Keystoners. 


. COMPTON MANAGES 
AVIATION DEPT. FOR 
AM. WHOLESALE HDWE. 


Ralph J, Compton, well known 
to many hardware men, has re- 
cently been appointed manager 
of the aviation department of the 
American Wholesale Hardware 
Co., 1500 West Anaheim St., 
Long Beach, Cal. He became 
associated with the company in 
1939 as buyer and manager of its 
builders’ hardware department. 
Prior to his association with 
American Wholesale Hardware 
Co., he had been affiliated with 
the Union Hardware & Metal Co., 
Los Angeles, Cal., wholesalers, 
for three years. Previously he 
was with the Peden Iron & Steel 
Co., Houston, Tex., for three years 
and before that with the McKin- 
ney Mfg. Co., Pittsburgh, Pa., 
for 10 years. 








RALPH J. COMPTON 


Won’t Sponsor 1944 Chicago Show 


The Housewares Manufactur- 
ers’ Association, Inc., 1402 Mer- 
chandise Mart, Chicago, IIl., an- 
nounces that it will not sponsor 
a Housewares and Major Appli- 
ance Exhibit in Chicago, in Jan- 
uary 1944, Executive secretary 
A. W. Buddenberg states: 

“A recent survey among our 
exhibitors indicated that most 
manufacturers in our industry 
are still actively engaged in Gov- 
ernment war work and that little 
reconversion is in progress, also 
the production of civilian goods 
in the immediate future is not 
encouraging, hence the Directors 
decision to cancel 1944 Exhibits. 

“The Directors of this associa- 
tion agree that when we sponsor 
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a trade exhibit or market event 
and invite buyers from all parts 
of U. S. and Canada to attend 
such an event, we assume the 
responsibility of an exhibit of 
Housewares and Major Appli- 
ances that will justify such an 
invitation, and we do not think 
this is possible for January 194. 

“The manufacturers of House- 
wares and Major Appliances 
judging by their recent inquiries 
are keenly aware of the value of 
the ‘JANUARY EXHIBIT’ and 
apparently all are thinking of 
plans for the ‘1st Show after the 
War’ when such a show is made 
possible by greater production of 
civilian goods.” 











RECENT ARMY-NAVY “E” 
PRODUCTION AWARDS 


*Animal Trap Co. of America, 
Lititz, Pa. 

*Eclipse Machine Co., Proph- 
etstown, Ill. 

Everedy Co., Frederick, Md. 

George K. Garrett Co., Phila- 
delphia, Pa. 

Grand Specialties Co., Chicago, 
Til. 

**Creenfield Tap & Die Corp., 
Greenfield, Mass. 

**Independent Pneumatic Tool 
Co., Chicago, Ill. 

*The Lufkin Rule Co., Sagi- 
naw, Mich. 

**Philco Corporation, Storage 
Battery Division, Trenton, N. J. 

** Regina Corp., Rahway, N. J. 


Turner Brass Works, Syca- 
more, Ill. 
Yale & Towne Mfg., Co., 


Philadelphia Division Philadel- 
phia, Pa. 





* Award made for second time. 
** Award made for third time. 


SHERWIN NOW ON 
PUBLICITY COMM. OF 
GRAY IRON FOUNDERS 


F. J. Sherwin, executive vice- 
president and director of sales of 
the Chicago Hardware Foundry 
Co., N. Chicago, Ill., and presi- 
dent of the Concord Foundry 
Co., Elkhart, Ind., has been re- 
appointed to the publicity com- 
mittee of the Gray Iron Found- 
ers’ Society, Cleveland, Ohio, 
national association of producers 
of gray iron castings. 


REGINA CORP. WINS 
SECOND WHITE STAR 


The Regina Corp., Rahway, 
N. J., has recently won the third 
award for continued production 
excellence. The company re- 
ceived the Army-Navy “E” pen- 
nant in August 1942. In peace 
time the company manufacturers 
a line of vacuum cleaners, elec- 
tric floor polishers and can open- 
ers. 











CLARIFY UNDERWRITER 
APPROVAL STAMP 


In order to dispel the con- 
fusion regarding the distinction 
between fire extinguishers bear- 
ing standard Underwriters’ Lab- 
oratories approval stamp, and 
those with the “EAS” approval, 
the Laboratories have issued a 
statement to clarify the meaning 
of the two stamps. Standard ap- 
proved extinguishers bear the 
usual label which signifies that 
the unit conforms to the pre-war 
standards of the Laboratory. To 
cooperate with the manufacturers 
when the shortage of materials 
put some of the materials used 
in the construction of the ex- 
tinguishers on the restricted list, 
the Laboratory stated that it 
would provide an emergency al- 
ternate specifications label for 
the models made with substitute 
materials. These models have 
the regular stamp with the let- 
ters “EAS” added, and also the 
year of manufacture. 


PROPOSED REVISION 
OF METAL LATH; R3-41 


The Division of Simplified 
Practice of the National Bureau 
of Standards, has recently an- 
nounced a proposed revision of 
the Simplified Practice Recom- 
mendation R3-41, metal lath (ex- 
panded and sheet). The draft 
has had the unqualified approval 
of the standing committee for 
R3-41, which comprises repre- 
sentatives of manufacturers, dis- 
tributors, and users. It has now 
been submitted to individual 
manufacturers, distributors, and 
users for their consideration. 





CRAIG DISTRICT MGR. 
FOR REPUBLIC STEEL 


Harvey A. Craig has recently 
been appointed district sales 
manager of Republic Steel Corp., 
Cleveland, Ohio, in the Los An- 
geles district. Arthur C. Geldner 
will be assistant district sales 
manager in that territory. 


WHITEMAN PLAYS FOR 
RADIO HALL OF FAME 


Paul Whiteman and his or- 
chestra has been selected to pro- 
vide music for the “Radio Hall 
of Fame” program, which will 
be broadcasted over the Blue 
Network on Sundays from 6:00 
to 7:00 p. m. EWT. This an- 
nouncement was made recently 
by James Carmine, vice-president 
of the Philco Corp. Talent will 
include stars from the theatre, 
screen, radio, night club, and 
concert stage. 
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Research Air Filters are available from your jobber 
for immediate delivery—forced warm air furnace 
filters that help your customers get more heat from 
their war-important fuel. 


FILTERS 


THE PRODUCT 


—the most efficient filters for catching dirt, 
dust, soot and pollen from the air. Proven to 
offer greater capacity because of exclusive 
“Rip-Clean” feature that triples life. 


MARKET 


—3 out of every 4 modern homes use air filters 
in the heating system. 


THE PROFIT 


—a full profit item. $1.50 retail costs you 95¢ 
in gross lots—Fast turn-over. 


MERCHANDISING HELPS 


—let us send you our free sales help kit con- 
taining everything you need to build sales 
fast! Now’s the time to start. 









, D’ANDRADE CONSULTANT | neers, and designers on lighting 


| FOR G. E. LAMP DEPT. 


H. E. D’Andrade has recently | 
| become affiliated with the Gen- | 


eral Electric Lamp Department’s 
Atlantic district, New York City, 





H. E. D'ANDRADE 


| 
| 


| as a consultant on architectural 
| lighting problems. Mr. D’An- 
| drade began his work with archi- 
tects in 1928 as Chief of the 
Architects Service Division of the 
| Brooklyn Edison Co. He served 
| as manager of the lighting bureau 
| of the Brooklyn Edison Co., and 
| also as director of the “Edison 
| Wonder House,” a popular ex- 
| hibit showing all types of lighting 

and power applications in the 
| home. He joined the Ilumi- 
| nating Engineering Bureau of the 
| Westinghouse Lamp Co. in 1924. 
| Mr. D’Andrade has been active 
| in the affairs of the Illuminating 


| Engineering Society and_ has | 


| served on several committees. | 


| When the war started, he took a | 
| Federal appointment as Senior | 
| Engineer in charge of Protective | 


| 


Defense. 





| 
| 
| 
| 


} 


| golf tournament at the 


‘Lighting for the Second Civilian | 
Defense Region Office of Civilian | 
When the dim-out | 
regulations were lifted nationally, | 
he joined the General Electric | 
Co., Cleveland, Ohio, to work | 
with architects, consulting engi- | 


| problems. 

attics: 

KAMBERG HEADS SALES 
FOR BUTLER DIV. 


George M. Kamberg has re- 
cently been named general sales 
manager of the home furnishings 
division of Butler Bros., Ran- 
dolph and Canal Sts., Chicago, 
Ill., and will direct the selling of 
floor coverings and furniture. 
After the war the selling of major 
electrical appliances will also 
come under his direction. Wil- 
liam E. Eames, home furnishings 
manager in the company’s New 
York branch, has been trans- 
ferred to headquarters buying 
offices there as buyer of floor 
coverings. 

WHITTLEWOOD LINE 

PURCHASED BY 
DA-SA PRODUCTS 


Da-sa Products, Rockford, IIl., 
| recently announced the purchase 
| from C. A. Pierce, Inc., Rock- 
| ford, Ill., the complete business 
| known under the name of the 
| “Whittlewood Line.” This name 
| which covers certain wood prod- 
| ucts, will be continued although 
all operations of the newly 
| formed company will be under 
|the name of Da-sa Products. 
| Arthur F. West, managing part- 
ner, comes to the newly formed 
| organization with 11] years of ex- 
perience in the manufacturing 
and marketing of various gift and 
household items. He was form- 
erly managing director of the 
Metwood Mfg. Co., Rockford, 
[ll., and also was sales manager 
of the western district of The 
Washburn Co., Rockford, Tl. 








HAYES NAMED ASS’T 
MGR. OF ROEBLING’S 
CLEVELAND BRANCH 


G. K. Hayes, formerly salesman 
in Cleveland for John A. Roeb- 
ling’s Sons Co., Trenton, N. J., 
has recently been advanced to 
the position of assistant manager 
of the Cleveland branch. 


Eastern Hardware Golfers Plan Tourney 
In Rye, N. Y., Jane 8-10, 1944 


The Eastern Hardware Golf 
Association has announced its 
intention of holding its next | 
West- 
chester Country Club, in Rye, N. 


| Y., June 8, 9 and 10, 1944. Three 


fine golf courses will be available 
for the hardware golfers, two 18 
hole courses and one nine hole. 





| at the club and the per ye 


tion problem will be salved by 


frequent commuter train service 
to New York City. 

H. L. “Flick” Gilliam, Wood 
Shovel & Tool Co., 30 Rocke- 
feller Plaza, New York City, trea- 
surer of the club points out that 
the dues for active members will 
be the same as in past years, 
$5.00. Further details on the 


| Plenty of rooms will be available | tournament will be released at a 


later date as they become avail- 
able. 
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B. W. BENNETT NOW 
ASS’T SALES MGR. 
AMER. STEEL & WIRE 


Bruce W. Bennett has 
appointed assistant general man- 
ager of sales of the American 
Steel & Wire Co., 
Ohio, subsidiary of the United 
States Steel Corp. In his new 
post, Mr. Bennett 
charge of the New York office of 
the company, at 71 Broadway, 
New York City, succeeding 
Frederick Connell who is retiring 
after 45 years association with 
the wire company. 

Mr. Bennett first started work- 
ing for the company in Oct., 


been 


1909, as a salesman in the elec- | 


trical and wire rope department 
of the New York sales office. 


Five years later, he was trans- | 


ferred to Wilkes-Barre as a sales- 


man in the same department. In | 


January, 1929, he was appointed 
manager of sales of the Wilkes- 
Barre office, which post he has 
held to the present time. Mr. 
Bennett’s son, Bruce D., has suc- 
ceeded his father as manager of 
sales of the Wilkes-Barre office. 
Mr. Connell in 1897 became 
associated with the Consolidated 
Steel & Wire Co., a predecessor 
of American Steel & Wire Co., 
as a clerk in the Boston ware- 
house. With the exception of a 
period of 13 months, he has 
worked for the Wire Company 
ever since and has been assistant 
general manager of sales with the 
New York Office under his juris- 
diction since November, 1936. 


MELL SALES MGR. 
HOUSEWARES DIV. 
CHICAGO METALLIC CO. 

William E. Mell has recently 
been appointed sales manager of 
the housewares division for the 
Chicago Metallic Mfg. Co., Chi- 


cago, Ill., which will be effective 





ACME STEEL WINS ARMY 


ner for meritorious production. 
ordnance officer, made the presentation to employee repre- 
sentatives of the Acme office and factory. 
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Cleveland, | 


will be in| 


Jan. 15. Mr. Mell was formerly | 
associated with the Federal Tool | 
| Corp., Chicago, Ill., where as | 
| sales manager he had been in 
| charge of houseware, haan, 


| and specialty promotion business. 





GLUECK REPRESENTS 
EDROY PRODUCTS 


A. M. Glueck, 11 Warren St., 
New York City, has been ap- 
pointed to represent Edroy Prod- 
|ucts Co., New York City, manu- 
|facturers of the Magni-Focuser 
binocular eye-loop in metropoli- 
tan New York. 


| BARKER, ROSE, KIMBALL 
OFFICERS CHANGED 


As announced in the Dec. 9 
lissue of Harpware Ace, S. R. 
“Bob” Rose was recently elected 
president of Barker, Rose & Kim- 
| ball, Inc., Elmira, N. Y., whole- 
|sale hardware distributors, ste- 
| ceeding the late H. H. Kimball: 
| Mr. Rose has been with the com- 
pany for about eight years, hav- 
ing first worked in the warehouse, 
Jater as assistant sales manager 
and then sales manager. In the 
latter part of 1942 he was elected 
vice-president of the company. 

Lloyd Kimball has succeeded 
Mr. Rose as vice-president. He 
was previously assistant to the 
manager of the mill supply de- 
partment prior to which he was 
a salesman in the western part of 
New York state. S. Edward Rose 
|continues as treasurer of the 
company and W. Henry Van Du- 
zer as secretary. Robert C. Hunt- 
ington, who has been purchasing 
agent will buy the lines in which 
the late Howard Kimball had in- 
terested himself. Rex Baxter, 
who has been called in from his 
territory as a salesman, will as- 
sist Mr. Huntington. 





ORDNANCE BANNER: Acme 
Steel Company's Archer plant, Chicago, Ill., employees and 
management were recently awarded the Army Ordnance Ban- 


Capt. L. C. McEvoy, an 














FARM FENCE 
CONTROLLERS 





A SALES FEATURE? 


PA cat 

/ are 
Yy *} Dependable service to the farmer is the 
most important of all sales features. It is 
more important than first cost or “fine feathers.” 

Electro-Line dependability is built-in—it is built- 
in by careful engineering and controlled produc- 
tion. Many thousands of American farmers are 
benefitting from Electro-Line’s exceptional service 
and economical operation. 

You profit doubly with Electro-Line. First, by 
best serving the demand for increased food pro- 
duction and second, by realizing a fair profit 
from the sale of each Electro-Line model. 

Anticipate your requirements as far ahead as 
possible. Cooperate in every ‘reasonable way 
with your jobber. This will relieve the problem 
of distribution at the time of peak demand. 


ELECTRO-LINE FENCE COMPANY 


120 N. Broadway Milwaukee 2, Wisconsin 


SOLD THROUGH JOBBERS ONLY 












MODEL NO. 4305 
Dua! Purpose Controller 
A.C. - D. C. Operated 
List Price $27.80 
Shipping Wet. 164 Ibe 
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Water System Makers Hope to Produce 


500,000 Units in First Year After War | 


With the object of assuring the 
production of about 500,000 
electric water systems in the first 
year after Victory, a comprehen- 
sive industry-wide program of 
postwar planning was adopted at 
a meeting of the National Asso- 
ciation of Domestic and Farm 
Pumping Equipment and Allied 
Products Manufacturers at the 
annual meeting in Chicago last 
month. The goal of the program 
represents a substantial increase 
in the production of electric 
water systems over the peak pre- 
war year of 1941 when more than 
347,000 electric water systems 
were manufactured and_ sold. 
Manufacturers of electric water 
systems are believed to be 
among the first organized groups 
of manufacturers to adopt a com- 
prehensive program of planning 
to assure a high level of produc- 
tion and employment in the post- 
war period, according to Herbert 
C. Angster, secretary-director. 

The objectives of the program 
are to provide useful peacetime 
jobs for the armed forces and 
civilians immediately after the 
end of the war and to enable 
dealers to meet the expected un- 
precedented demands for water 
systems from farmers, suburban 
residents, and other sources, as 
well as the export market. The 
program adopted by the manu- 
facturers of electric water sys- 
tems is in line with the plans 
formulated by the Committee for 
Economic Development of which 
Paul G. Hoffman, president, The 
Studebaker Corp., is chairman. 

Following is a summary of a 
few of the points in the postwar 
program: It is recommended that 
each individual manufacturer 
measure his productive capacity 
and financial capabilities to as- 
certain whether he has capacity 
for taking care of an increase of 
from 30 to 50 per cent in volume 
over 1941 production during the 
years immediately following the 
end of the war. It is recom- 
mended that there should be a 
study of the trends in, and uses 
for, water supply equipment and 
a report made to members of the 
industry. It is recommended 
that the industry investigate the 
abilities of all sources of supply 
for raw materials and component 
parts to furnish them in the 
quantities required to meet post- 
war needs. 

The recommendations for post- 
war planning adopted by the 
domestic and farm water supply 
industry were drawn up by a 


_ committee consisting of C. D. 


Leiter, sales manager, The F. E. 
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| Myers & Bro. Co., chairman; 
Karl M. Brower, sales manager, | 


The Dayton Pump & Mfg. Co.; 
Henry T. Park, vice-president, 
Flint & Walling Mfg. Co.; and 
Walter Deming, treasurer, The 
Deming Company. 

The following officers were 
elected by the National Associa- 
tion of Domestic & Farm Pump- 
ing Equipment and Allied Prod- 
ucts Manufacturers at the meet- 
ing: L. E. Wilson, president, The 
Everite Pump & Mfg. Co., Lan- 


CARGILE NOW PRES. 
OF ALLEN MFG. CO.; 
JONES HEADS SALES 


Neil H. Cargile, formerly gen- 
eral manager of the Allen Mfg. 
Co., Nashville 1, Tenn., has re- 
cently been elected president and 
general manager of the company. 
After graduating from Vander- 
bilt University Engineering 
School, he joined the Allen Mfg. 
Co., in the factory, making Allen 
products. In 1929 he was made 
factory superintendent, and also 
had charge of all product design 
and development work as well as 
factory engineering. In 1935 
Mr. Cargile was appointed sales 
manager in addition to other en- 


gineering work. In 1940 he was 


caster, Pa., president; W. T. Hat- 

| maker, president, Duro Co., Day- 
| ton, Ohio, vice-president; John 
P. Curtin, vice-president, George 
| D. Roper Corp., treasurer; and 
| Herbert C. Angster, secretary- 
| director. The Executive Com- 
mittee includes the officers and 
the following: John C. Myers, 
president, The F. E. Myers & 
Bro. Co., Ashland, Ohio; George 
R. Deming, president, The Dem- 
ing Company, Salem, Ohio; 
H. L. Dempster, president, The 
| Dempster Mill Mfg. Co., Beatrice, 
Nebraska; and Robert Hula, 
vice-president, Clayton Mark & 
Co., Evanston, Illinois. 


promoted to the position of gen- 
| eral manager of the company. 
Walter M. Jones was recently 
named sales and advertising man- 
ager of the Allen Mfg. Co. Mr. 
Jones entered the stove business 
in 1909 with the Richmond Stove 
Co., Richmond, Va. While con- 
nected with this company he 
worked up to various positions 
including salesman, sales mana- 
ger, and general manager. When 
the Richmond Stove Co. was con- 
solidated with the Southern 
Stove Works, Mr. Jones severed 
his connections with the firm. 
For several years he was produc- 
tion manager for Buckwalter 
Stove Co., Royersford, Pa., and 
later general manager of the 
Cameron Stove Co., Richmond, 











Va. After this he served two 
years with the OPA, Washing- 
ton, D. C., as Business Special- 
ist in charge of all matters per- 
taining to domestic heating and 
cooking stoves and commercial 
stoves, in the Appliance Unit. 
On July 1, 1943, he joined the 
Allen Mfg. Co., Inc. 


CENTRAL STATES HDWE. 
CLUB CHANGES DATE; 
TO MEET JAN. 19 


The Central States Hardware 
Club will hold its sixth annual 
meeting and anniversary party 
Wednesday, Jan. 19, 1944, in- 
stead of Jan. 12th as was pre- 
viously announced. The festivities 
will be held in the Illinois Room 
of the LaSalle Hotel in Chicago, 
Til. 


FIRE DESTROYS. 
TRUE VALUE BRANCH 


The True Value hardware 
store, managed by Henry Meyers, 
was recently destroyed in a fire 
that demolished an entire half 
block of Joliet, Ill. Included in 
the building where the fire oc- 
curred were three other stores 
and a hotel. The total damage 
of the fire is estimated to be 
about $200,000. 

This is the second store started 
experimentally by Hibbard, 
Spencer, Bartlett & Co., Chicago, 
Ill., and the second one to be 
destroyed by fire. 











GRAND SPECIALTIES CO., OPENS NEW PLANT AND WINS ORDNANCE BANNER: 
A. M. Sasgen, vice-president and general manager of Grand Specialties Co., Chicago, Ill., 
recently announced the completion and opening of its new manufacturing plant at Grand 
and Troy Avenues. The company was also recently awarded the Army Ordnance Banner 
of Merit, and the presentation ceremonies were held in connection with dedication of the 


new plant. Left to right, H. C. Hosfield, F. Hopfeld, M. F. Sasgen, Mrs. 


A. M. Sasgen, 


Capt. C. M. Price, Miss T. A. Mayer, Mr. A. M. Sasgen, R. Stimpfl, T. M. Borck, E. G. 
Mitten, and in front Mr. and Mrs. M. J. Sasgen. 
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...in our Postwar Plans! 


Here at Myers, definite postwar plans are in the making —and these 
vital plans are built around you. Our plans and yours — our oppor- 
tunities and yours —are inseparably linked together for the good 
days ahead. Busy as we are, manufacturing war. goods and doing 
our best to supply civilian needs, too, we are giving much attention 
to these postwar plans —all of which are based on the well-known 


Myers policy of complete cooperation with jobbers and dealers. 


THE F. E. MYERS & BRO. COMPANY 
174 Orange Street, Ashland, Ohio 









PUMPS - WATER SYSTEMS 
SPRAYERS + HAY UNLOADING TOOLS 

















OBITUARIES 








DAVID P. HABER 


David P. Haber, treasurer of 
the Lowe Brothers Co., Dayton, 
F2, Ohio, recently passed away. 





DAVID P. HABER 


Mr. Haber joined the Lowe 
Brothers organization in 1920 in 


the treasurer's department. In 


November, 1921, he was ap- 
pointed assistant treasurer and 
in March, 1931, he became 


treasurer, which office he held 
until the time of his death. He 
was a member of the First 
Lutheran Church, and was af- 
filiated with a number of 
Masonic orders, Stillwater Blue 
Lodge, 32nd degree Scottish Rite 
Masonry, and Antioch Temple of 
the Shrine. 


H. J. FRIEDLANDER 


Harry J. Friedlander, a mem- 
ber of the sales organization of 
the Geo. D. Roper Corp., Rock- 
ford, Ill., since 1932, passed 
away in Cleveland, Ohio, after 9 
brief illness. He had been asso- 
ciated with W. J. Spencer in the 
Roper Distributing Co., handling 
the sales and service of Roper 
gar ranges in northern Ohio. He 
is survived by his widow, and 
two daughters. 


CHARLES H. HASNER 


Charles H. Hasner, 81, St. 
Louis, Mo., hardware dealer, 
passed away recently after col- 
lapsing while driving his car. 
Mr. Hasner was a salesman for 
the Melcher-Schene Hardware & 
Lumber Co., St. Louis, Mo., and 
remained active despite his ad- 
vanced years. He was associated 
at one time with the former Sim- 
mons Hardware Co., St. Louis, 
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1A. FP. 


Mo., wholesalers. After leaving 
the Simmons organization, he 
joined the former Geller, Ward 
& Hasner Hardware Co., St. 
Louis, Mo., wholesalers, which 
was founded in 1903. When that 
firm was liquidated in 1938, he 
became associated with the 
Melcher-Schene Hardware & 
Lumber Co., as a salesman. 


A. P. LAURITZEN 


A. P. “Tony” Lauritzen, 54, 
Lauritzen Co., manufac- 


| turers’ agent, Chicago, IIl., well 


known to and well liked by 
many in the hardware industry, 
passed away recently after suf- 
fering a heart attack. Mr. 
Lauritzen came to this country 
30 years ago and joined the 


| Simonds Saw & Steel Co., Fitch- 


| burg, Mass. 
| ployed by 
| Columbus, Ohio, and the Curtis 


| 





Later‘ he was em- 
Ohlen Bishop Co., 
Saw Co., St. Louis, Mo. When 
he ended his association with the 
Ohlen Bishop Co., he then estab- 
lished the A. P. Lauritzen Co., 
and for the last seven years has 
operated as manufacturers’ 
agent representing in the five 
states of the middle west the fol- 
lowing firms: General Hardware 
Co., Milwaukee, Wis.; Longan 





A. P. LAURITZEN 


Engineering Co., Duro Products 
Co., Chicago, Ill.; and the Arvey 


Corp., Chicago, Ill. He was a 
member of the Central States 
‘Hardware Glub. Mr. Lauritzen 


is survived by his wife and 
daughter, mother, eight sisters, 
and one brother. 


R. E. PATTERSON 


Robert E. Patterson, 86, direc- 
tor and vice-president of J. E. 
Sawyer & Co., Inc., Glens Falls, 
New York, mill supply distribu- 
tors, passed away recently. He 
started to work for J. E. Sawyer 





& Co., in 1891, as a clerk. He 
advanced from that position 
through the years until in 1917, 
he became the vice-president of 
the company. In 1920 he was 
elected chairman of the board of 
directors. Until his recent ill- 
ness he took an active part as 
general manager of the business, 
and in the purchasing of mill 
supplies. He is survived by his 
wife. 


HARRY S. PERKINS 


Harry S. Perkins, 75, retired 
former executive vice-president, 
and still a director of the Bel- 
knap Hardware & Mfg. Co., 
Louisville, Ky., passed away re- 
cently at the Norton Infirmary in 
Louisville. Mr. Perkins came 
from Chicago to join the com- 
pany in 1891, and served as vice- 
president until he retired in 1930. 
For years he was active in the 
Y.M.C.A., and was a member of 
the fund raising committee that 
made its modern home possible. 
Mr. Perkins is survived by a son, 
a daughter, and one grand- 
daughter. 


RAOUL MUELLER 


Raoul Mueller, vice president 
and general manager of Tyrrell 
Hardware Co., wholesalers, Beau- 
mont, Tex., passed away recently 
after suffering a heart attack. 
He had been for many years the 
managing head of the company 
and had built a reputation for 
keen business acumen and the 
highest integrity. He had many 
friends among the jobbers and 
factory men, not only in Texas, 
but throughout the South as well. 

EARL GLOCK 

Earl F. Glock, president and 
general manager of the Swank 
Hardware Co., Johnstown, Pa., 
wholesale hardware distributors, 
recently passed away at Me- 
morial Hospital in Johnstown. 
Mr. Glock, 53, entered the hospi- 
tal the latter part of Oct., and 
had been under an oxygen tent 
since his admission. Following 
his graduation from Pennsylvania 
State College in 1912, he became 
affiliated with the Swank Hard- 
ware Co., and in 1924 he was 
named vice-president and general 
manager succeeding his father. 
In 1933 he was appointed presi- 
dent and general manager. Mr. 
Glock was a deacon of the First 
Lutheran Church, president of 
the Johnstown Credit Exchange, 
a director of the Chamber of 
Commerce, and a member of 
Cambria Lodge No. 278, F. & 
A. M. He was interested in 
archery, and organized the Arden 
Archery Club, which had, for a 


number of years, an outdoor and 


. EARL GLOCK 


an indoor shooting range. He is 
survived by his wife and _ five 
children, three boys, and two 
girls, two brothers, and one 


sister. 


W. J. BELL 


W. J. Bell, 63, passed away re- 
cently after completing 49 years 
of service with Peden Iron & 
Steel Co., heavy wholesale hard- 
ware distributors, Houston, Tex. 


GEORGE H. BUYNOCH 


George H. Buynoch, sales en- 
gineer in the structural steel de- 
partment of the Peden Iron & 
Steel Co., heavy wholesale hard- 
ware distributors, Houston, Tex.. 
| passed away recently. 


BOLT PACKAGING 
SIMPLIFICATION 


The _ proposed revision of 
Simplified Practice Recommen- 
dation R60-30, packaging of 
carriage, machine and lag bolts, 
has been accorded the required 
degree of acceptance by the in- 
dustry, and becomes effective 
Nov. 15, according to an an- 
nouncement by the Division of 
Simplified Practice, Bureau of 
Standards. © The*-revised recom- 
mendation will be identified as 
Simplified Practice Recommen- 
dation R60-43. 

The current revision is based 
on a recent examination of the 
weight-tables as shown in the 
1930 recommendation. The ap- 
proximate weight per 100 bolts 
for each size and type of bolts, 
also the full-container quantity 
and approximate gross weight for 
each size and type of bolt cov- 
ered, are shown 
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Right now Cooper mowers are not available — cannot be until Victory is won. Today, we are making 
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TO MEET 
TOMORROW'S KEENER COMPETITION 


W urn you include the New Cooper “Clipper” in plans for Postwar business you will be able to 
offer your trade far longer product life — more value for their money. On tomorrow's retail counters, 


the Cooper “Clipper” will be the key to easier sales. 


war materials exclusively. But after Victory, it will pay you to sell “Clipper” mowers. They will be 
your assurance of easier sales and more profit. Write us now for literature and full details of the NEW 


COOPER “CLIPPER.” 


: 0 0 P E R | Without obligation, send us a-copy of your 
MAN U FACTU nq a G } i} NEW “CLIPPER” MOWER folder. 


409-411 South First Avenue : sennennnnnnenenneannennnneinn 
MARSHALLTOWN, IOWA “me os Naat scales ahah adap hlscndec ap ep ok aaa 









AFTER VICTORY THEY'LL BUY A “CLIPPER” POWER MOWER 














MAKER, JOBBER PRICES 
ON HINGES, BUTT HINGES 
PERMITTED TO ADVANCE 


Retail dealers may not ad- 
vance prices under MPR 
413, Amendment No. 3 


A 5 per cent upward adjust- 
ment of maximum prices for sales 
of hinges and butt hinges by 
manufacturers and resales by 
jobbers was announced Dec. 8, 
1943, by the Office of Price Ad- 
ministration. Retail prices remain 
unchanged. 

This action reduces terminal 
discounts by 5 per cent on man- 
ufacturers’ sales to jobbers and 
freezes discounts to contract dis- 
tributors at levels at least as 
favorable as those prevailing on 
Oct. 1, 1941. 

Large quantity buyers custom- 
arily receive additional discounts, 
and this, combined with the de- 
cline in construction activity, 





with a consequent loosening of 
supply, should serve to encourage 
such price differentials, OPA 
said. 

It is further provided in this 
action that the manufacturers’ 
maximum prices on sales to con- 
tract hardware distributors shall 
be the list prices specified, sub- 
ject to discounts which were, or 
would have been, extended to 
purchasers of the same class on 
comparable sales on Oct. 1, 1941. 

The regulation formerly in- 
cluded in the description of the 
term “jobber” any person who 
customarily was known as a con- 
tract hardware distributor. This 
revision recognizes these distrib- 





utors as a distinct group and 
establishes maximum prices for 
them. 


Retail prices of hinges are 
fixed by the General Maximum 
Price Regulation at March, 1942, 


levels. Manufacturers’ and job- 
bers’ prices were _ originally 
frozen under Revised Price 


Schedule No. 40 at the highest 
price charged during the period 
Oct. 1-15, 1941. Thus the re- 
tailer was afforded a period of 
six months during which his 
costs, but not his selling prices, 
were frozen. Issuance of Maxi- 
mum Price Regulation 413 per- 
taining to sales of hinges reduced 
prices to the retailer while maxi- 


mum retail prices were un- 
changed. This revision, while 
reducing retail margins previ- 


ously in effect, maintains a return 
for the retailer equal to or in 
excess of March, 1942, levels, 
OPA said. 

The foregoing provisions are 
contained in Amendment No. 3 
to Maximum Price Regulation 
No. 413 (Hinges and Butt 
Hinges), effective Dec. 13, 1943. 








OPA Working to Hold Prices 


During Conversion Period 


(Washington Bureau 
of HARDWARE AGE) 
OPA officials are beginning to 
work on what may be one of 
their biggest problems, pricing of 
increased supplies of consumers’ 
goods, which may be produced 
before the war’s end due to con- 
tract terminations and cutbacks. 
This action would fit in with 
the WPB plans for mid-war con- 
version and would give OPA one 
of its hardest tasks to date. OPA 
undoubtedly will pass out of 
existence after the war is over, 
but until that time the 
ahead looks rocky. 
When the bars are let down 


road 





on civilian production it will be | 


done slowly. Production 
are now high, and since only 
small capacity would be released 
for civilian production at irregular 
intervals production costs would 
be normally expected to rise. It is 


costs | 


obvious that a plant operating at | 
only 20 or 30 per cent of its | 
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capacity would not be able to 
operate as economically as one 
that is operating at full capacity. 
This will also give WPB a head- 
ache when the production bars 
are lifted and the time comes to 
select plants for civilian produc- 
tion. 

Also tending to up production 
costs of civilian goods in the 
conversion period will be the 
reluctance of labor to give up 
the 48-hour week and to stop pro- 
ducing war goods. 

OPA spokesmen say that plans 
for holding prices in the conver- 
sion period, particularly before 
the war ends, are in a formative 
stage. 

It is believed in OPA that the 
first major problem will arise in 
consumer durable goods produc- 
tion and that it will then be con- 
fronted with conversion pricing 
in the soft goods lines and food, 
in that order. 


Whether or not OPA does the 





job Washington observers say 
that it will be just as vital to 
hold the lid on prices in the con- 
version period as it is during 
wartime if the United States is 
to avoid runaway inflation. 


| Ease Binder Twine 
| Use Regulations 
| 


Restrictions limiting use of 
| binder twine to mechanical 
harvesting have been re- 
moved by WPB, by a late 
amendment of Order M-84. 
Farmers now will be per- 
mitted to use binder twine 
for all purposes relating to 
the growing, harvesting or 
shipment of agricultural prod- 
ucts. The amendment also re- 
moves the provision requiring 
the labeling of bales and 
balls of binder twine. 








MARKINGS ALLOWED 
ON BRUSH FERRULES 


Size and other markings may 
be stamped on brush ferrules so 
long as no special or additional 
manufacturing operation is re- 
quired, the War Production Board 
ruled Dec. 8 in amending Order 
L-251 (Painters’, Decorators’ and 
Certain Industrial Brushes). Pre- 
viously, the order had banned 
completely any stamping or em- 
bossing on the ferrule. 

The amended order also makes 
minor changes in Schedule I, 
which establishes manufacturing 
specifications for ferrules and 
stipulates the type of © brushes 
they may be used on. The only 
other change is a reduction in 
the maximum variation in the 
permitted width and thickness of 
ferrules from 1/16” to 1/32”. 











84% Lumber Cut for 


WPB announces that makers 
of wood furniture will be cut 
next year to 84 per cent of the 
lumber they used this year, and 
effective at once will be very 
sharply restricted in the use of 
seven war-essential woods. 

These present severe restric- 
tions are on the use of hard 
maple, oak, ash, beech, yellow 
birch, hickory, and rock elm in 
the grades of “No. 1 common” 
and higher. This month, each 
manufacturer may use for fur- 
niture 30 per cent as many board 
feet of these woods as he used 
in the third quarter of 1943. 
After this year the armed ser- 
vices will have first call on the 
total output of these woods. 

The new furniture order, com- 





1944 
Farniture Production 


ing while controls over metals 
are being relaxed, emphasizes 
that lumber has become a 
“number one” critical raw ma- 
terial. In addition to curtailing 
the use of wood in furniture, 
WPB specifies the types of fur- 
niture which may be made with 
the wood still available, elimi- 
nating furniture that is “less es- 
sential or in little demand.” 
Banned from manufacture are 
tea wagons, magazine racks, 
curio cabinets, what-nots, record 
cabinets, towel racks, home bars 
and cellarettes, pier cabinets, 
chaise longues, bird cages and 
stands, and ferneries. In the 
juvenile category it stops manu- 
facture of bookcases, chiffoniers, 
wardrobes, and toy chests. 
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‘AND ALLIED LINES 











Baking Pan, Vacuum Bottle, 
Garment Hanger Makers Can 


Obtain More Kinds of Metal 


Manufacturers of household 
baking pans, vacuum bottles, and 
garment hangers are permitted 
to avail themselves of certain 
kinds of metal in addition to the 
kinds they have been using, but 
over-all quota restrictions on ma- 
terials remain unchanged under 
Limitation Order L-30-d, as 
amended Dec. 9, 1943, the Con- 
sumers Durable Goods Division 
of the War Production Board 
has announced. The amendment 
includes a provision for quarterly 
reports from manufacturers. 

Baking pan manufacturers, 
who are finding it difficult to ob- 





tain Bessemer steel from 
mills at this time, may now take 
advantage of currently available 
warehouse and mill stocks of tin 
mill black plate rejects, accumu- 
lated automatically in the pro- 
duction of new steel, to make 
their product. 

Makers of vacuum bottles may 
use zinc to the extent permitted 
by the zinc order and aluminum 
when it is permitted under the 
aluminum order, as well as the 
iron and steel previously per- 
mitted. 

Wire hangers may be made not 
only out of material obtained 


new 





from distressed stocks or ins 
cluded in a manufacturer’s inven- 
tory on July 17, 1943, as before, 
but also out of wire shorts or re- 
jects. The previous limitation 
on the thickness of wire for 
hangers now applies only to all- 
wire hangers, that is, they may 
be made only of-wire no heavier 
than 11 gage. Hangers contain- 
ing wire in hooks only may be 
made of wire up to 10 gage in 
thickness. 

Quarterly reports on produc- 
tion, shipment, and inventory of 
all kitchen, household, and _ re- 
lated miscellaneous articles pro- 
duced under the order are re- 
quired of each manufacturer 
under the amendment. This 
represents an attempt to deter- 
mine exactly how large a quan- 
tity of each article permitted to 
be made is actually being made 
for civilians by manufacturers 
under the pressure of war work 
and manpower shortages. 








OCR First Quarter, 1944 
List Has 85 Civilian Items 


(Washington Bureau 
of HARDWARE AGE) 


Further evidence of the in- 
creasingly optimistic WPB atti- 
tude on civilian production is the 
announcement of the OCR Class 
B product list for the first quar- 
ter of 1944. The list now con- 
tains 85 civilian items, whereas 
for the fourth quarter of this 
year only 46 categories were 
listed. 


This list only covers the prod- 
ucts which are definitely for civil- 
ian use, it is not a complete list 
of all the products in which OCR 
holds an interest, nor is it a fixed 
list. Revisions may be made in 
any future quarters. Materials 
for all these products have al- 
ready been allotted. 

The additions to the Class B 
list which are of interest the 
hardware trade are as follows: 

Building Materials—Fuses, un- 
der 2300 volts; electric wiring 
devices and supplies (not auto- 
motive); fabricated wire prod- 
ucts; sheet metal and non-metal- 
lic mineral building products. 
In the fourth quarter the only 
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item under this heading was wire 
screen cloth which is still on the 
list. 

Consumer Durables—Commer- 
cial and domestic electric cook- 
ing and heating and other elec- 
tric appliances; galvanized gar- 
bage pails and buckets; enamel- 





ware; staples and staplers; and 
repair parts. 

Plumbing and Heating—Sani- 
tary ware; plumbing fixture fit- 
tings and plumbing fixture trim; 
unit heaters and heating unit 
ventilators; stokers; heating sys- 
tem controls; thermostats and 
temperature control devices. 

Other new items are radio 
tubes; portable fire extinguishers 
and stirrup pumps; nails and 
tacks (except thumb tacks) ; and 
canvas baskets and hampers. 








To Start Civilian Production 
In Areas Having Labor Supply 


(Washington Bureau of HARDWARE AGE) 


Civilian production is going to be started in the relatively free 
labor areas, despite the fact that such permission may cause unfair 
competitive advantages to be given some civilian producers. 


At a meeting of WPB on Dec. 4, Chairman Donald M. Nelson 


made the announcement. 


Mr. Nelson as did a majority of those present. 


RFC Chairman Jesse Jones agreed with 


War Manpower 


Chairman Paul V. McNutt said he thought it was a good idea 
provided the manpower could be found. 

Difficulties are expected by WPB officials who think that com- 
ponent and material shortage for civilian production may be an 
even greater retarding factor than the politics existant in the War 
and Navy Departments, which have heretofore been hostile to 


resumption of civilian production. 








NAILS FOR DELIVERY 
TO ROOFING MAKERS 


WPB has supplemented CMP 
Regulation 5, to rule that manu- 
facturers of asphalt shingles and 
roll roofing, asphalt siding, as- 
bestos shingles, asbestos siding 
or cork board may use the MRO 
symbol to purchase steel nails to 
be ‘delivered along with such 
products for applying 
them, and if orders for such nails 
call for delivery to the manufac- 
turers after Dec. 31. 

The MRO procedure may not 
be used to purchase more nails 
than are needed to actually apply 
the products they accompany, and 
the quantity formerly supplied 
with each unit may not be in- 
creased. 


use in 


DEC. BIKE QUOTAS 
SAME AS FOR NOV.; 
ALSO SET RESERVE 


The December rationing quota 
for new bicycles is 30,833, the 
same as for November, the Office 
of Price Administration an- 
nounced Dec. 6. 

This figure is one-third of the 
October quota of 92,500. While 
the supply of bicycles is only a 
small part of the number which 
could be sold, the materials used 
in their manufacture are needed 
for war goods. - Consequently, 
production has been restricted 
to the number required to meet 
*military needs, with only a small 
margin remaining for essential 
civilian use. 

The quota of 30,833 bicycles 
means that local War Price and 
Rationing Boards can issue that 
many purchase certificates in 
December to eligible applicants. 

An additional reserve quota of 
12,404 new bicycles was set by 
OPA to meet unforeseen emer- 
gency local needs. 


EXPECT EASING OFF 
ON RUBBER SOLES 


The War Production Board has 
announced that manufacture of 
canvas rubber soled shoes and 
other special types of rubber 
footwear will be permitted after 
Jan. 1, probably on a restricted 
basis. 

This proposed easing is further 
evidence of the nation’s expand- 
ing synthetic rubber facilities. 
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Furnace Price Increases 
Only on Furnace Proper 


The recent nine per cent in- | ing prices on the complete unit. 
crease authorized in manufac- For example: A manufacturer 
turers’ sales of steel warm-air | lists a furnace oil-burner unit 


applies § including an oil burner, blower, 
filter and (auxiliaries) 
for $400. The furnace itself lists 
equipment, OPA said on Dec. 2. | for $100. The manufacturers’ 
selling price for the unit may be 
increased by $9.00 (which is 9 
per cent of the list price of the 
furnace itself), establishing a 
new ceiling price of $409 for the 
He may not in- 


and cast-iron furnaces 


only to the furnace proper and controls 


does not apply to any auxiliary 


The manufacturer may increase 
his lowest list price on a com- 
plete furnace oilburner unit, a 
gas- 
furnace unit only on the selling 


stoker-furnace unit or a 


price of the furnace itself (in- | complete unit. 
cluding casing and grates) even | crease his price by adding 9 per 
though his price sheet lists ceil- | cent of the list price for the en- 


| 





tire unit (9 per cent of $400 or 
$36) to establish a ceiling price 
of $436. 

Selling prices for others than 
manufacturers of the furnaces 
and units shall be sellers’ ceiling 
prices at the time of the effective 
date of the action pertaining to 
the particular type of furnace or 
unit, plus the actual dollar in- 
crease in cost to them of the fur- 
nace itself. 

The foregoing provisions were 
contained in Amendment No. 18 
to Order A-l under section 
1499.159 b of Maximum Price 
Regulation No. 188 pertaining 
to steel warm-air furnaces effec- 
tive Nov. 2, 1943; and Amend- 
ment No. 9 to Order A-l of 
Maximum Price Regulation No. 
188 pertaining to cast-iron fur- 
naces, effective Aug. 4, 1943. 











a Garden Rake Making 
For Other Garden Items 


(Washington 
of HARDWARE 


Bureau 


| amended version of Schedule V 
AGE) 


of Order L-157. 

Schedule V, originally issued 
in Jan., 1943, covers hand forks, 
hooks, rakes, hoes, eye hoes and 
cultivators, and establishes speci- 


To increase production of more 
urgently needed farm and gar- | 
den tools, WPB has limited the 
amount of garden rakes that may 
be manufactured in 1944. Each 
manufacturer is restricted to 60 | etc., that may be manufactured. 
per cent by weight of the volume The number of garden rakes 
of garden rakes that will be produced under the 
1940 or 1941, weight restriction imposed will 
greater. Action was taken by an be ample to take care of essen- 


produced in 
whichever _ is 


fications as to kinds, grades, sizes 


tial demand, the Building Ma- 
terials Division stated. 

Production increased greatly 
in 1942 and 1943, under the im- 
petus of Victory garden work. 
Approximately 201,900 dozen 
garden rakes were manufactured 
in 1942 as compared with 177,500 
dozen in 1941; this year, 220,000 
dozen were manufactured. Pro- 
duction in 1944, it is estimated, 
will be 121,000 dozen. 

Since manufacturers of garden 
rakes also manufacture other 
farm and garden tools covered 
by Schedule V, reduction in the 
output of garden rakes will per- 
mit increased production of these 
more essential items. 








Allow Making of Water Coolers— 
Simplify Refrigerator Procurement 


After an eight-month ban on 
producton of mechanical water 
coolers, manufacturers will now 
be permitted again to produce 
these units for industrial uses, by 
recent WPB amendment to Limi- | liveries or assembly from inven- 
tation Order L-38. The amended | tory may be unrestricted, but the 


the delivery of equipment by a 
manufacturer to a dealer or dis» 
tributor was permitted on an un- 
rated order. 

On the following items, de- 





| new pfoduction of these is pro- 


hibited for any purpose: drink- 
ing water coolers, non-mechani- 
cal; drinking water coolers, me- 
chanical, bottle type; drinking 
water coolers, mechanical, pres- 
sure type, capacity less than 5 
gal. per hour; self-contained air- 
conditioning units, 2 h.p. or less, 
and wall type display cases, re- 
frigerated. 





order also greatly simplifies the necduneiiteeiatans 





procurement of industrial and 
commercial refrigerating and air- 
conditioning machinery and 
equipment. 

It provides that no person shall 
deliver or accept delivery of any 
new system or new parts except 
pursuant to an “approved order,” 
any order placed in accordance 
with any CMP Regulation, or 
any preference rating order, or 
any order for direct use by the 
Army, Navy, Maritime Commis- 
sion or War Shipping Adminis- 
tration. 


Gas-fired low-pressure heating 
boilers have been brought under 
the simplification restrictions of 
Schedule III of Order L-42, WPB 


has announced. 


Under the amendment to 
Schedule III, fusible plugs, tri- 
cocks and metal jackets (except 


Deliveries from a manufacturer 
to a dealer or distributor, or by a 
dealer to the ultimate consumer, 
can only be made on an order 
rated AA-5 or higher. Formerly 
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Gas Fired Low Pressure Heat 
Boilers Under Schedule Ill, L-42 


for gas fire burner-boiler units 
necessary as a functional part of 
the boiler) are prohibited for 
low-pressure heating boilers fired 
by solid, liquid or gas fuel. 
Previous restrictions of the 


schedule prohibited the use of 
these parts on boilers fired by 
or liquid fuel only. 


solid 


REDISTRIBUTE BRASS 
AND BRONZE VALVES 


A program calling for redis- 
tributing through trade channels, 
of some 1,200,000 new brass and 
bronze valves having a value of 
approximately $3,500,000 _ has 
been announced by WPB. It is 
planned thus not only to meet 
urgent demands for brass and 
bronze valves, but to conserve 
manpower needed to manufac- 
ture new valves. 

Redistribution of such valves 
will be carried on through manu- 
facturers of new valves, who will 
be called upon to review and 
select from a list of surplus 
valves, reports of which are being 
called in by WPB. 











WFA URGES EARLY 
ORDERS FOR COPPER 
SULPHATE INSECTICIDES 


The War Food Administration 
has been assured by the War 
Production Board that sufficient 
copper for production of copper 
sulphate to protect next year’s 
food crops from bacterial and 
fungus diseases will be available, 
WEA said on Dec. 2. 

WFA suggested to consumers 
and distributors how they can, 
and must, cooperate with manu- 
facturers if adequate quantities 
of copper sulphate insecticides 
are to be available when needed 
next year. It is absolutely nec- 
essary that consumers and distrib- 
utors order and accept delivery 
as soon as possible, WFA said. 

The WFA order-early sugges- 
tion is prompted by three manu- 
facturing and distributing fac- 
tors: (1) Copper sulphate is al- 
located quarterly for fungicides 
on the basis of demand; (2) 
Manufacturers do not have ade- 
quate space to permit storage 
until the products are needed; 
(3) The labor and transportation 
situation is too critical to permit 
delaying manufacture and dis- 
tribution until buyers actually 
need the copper chemicals. 

Although dry weather last year 
minimized the demands for cop- 
per fungicides, where local short- 
ages did develop they were 
mostly traceable to consumer 
and dealer failure to anticipate 
needs and allow for delays in 
transportation. 

Prices of insecticides and fun- 
gicides have been stabilized and, 
insofar as can be foreseen, no 
significant changes are contem- 
plated by the Office of Price 
Administration. Considering all 
factors, WFA officials urge con- 
sumers to weigh carefully their 
copper fungicide needs for next 
summer—then order immediately 
for early delivery. 
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Broaden Emplo 


yees Use of 


Employers MRO Ratings 


Procedures under which em- | 
ployees may use their employers’ | 
MRO preference ratings if they 
are AA2X or higher, to purchase 
hand tools and safety equipment, 
have been broadened in order 
that they may be used in connec- 
tion with MRO ratings assigned 
under “P” and “U” orders as 
well as with ratings assigned 
under CMP regulations No. 5 
and 5A, WPB announces. 

The worker may use the pref- 
erence rating assigned to his em- 
ployer to buy such items as hand 
tools which he requires for use 
exclusively in his employer’s 
business and which his employer 
requires him to furnish. 

The rating will be valid only 
if the employee gives the seller 
of the item the following certifi- 
cate, filled out and signed by his 
employer, and then signed by 
himself: 





“Preference rating (specify rat- 
ing)......MRO. The following 
item (only one may be 
placed on each certificate; spec- 
ify type and size of tool, or give 
name of other item is required 
by the undersigned employee 
for use only in the undersigned 
employer’s business, and the 
undersigned employer requires 
the employee to furnish the item. 
The undersigned employee fur- 
ther certifies that he does not 
own or possess any similar items 
which will serve the same pur- 
pose.” 

In addition to hand tools, this 
direction applies to articles of a 


similar nature such as _ hand 
gages, tool boxes, engineering 


instruments, and also to number 
of safety items, when designed 
for protection against specific 
occupational hazards (other than 
weather) . 





MPR 165, 





Service Reg. 19 Revision 


Tells Oil Burner Service Charges 


In a revision, effective Dec. 15, 
1943, to Supplementary Service 
Regulation No. 19 (oil burner 
services) OPA has instructed oil 
burner service suppliers which of 
several specified service charges 
they may use. 

Oil burner service suppliers 
generally operate on either an 
hourly rate or per-call basis. 
Under this revision, per-call oper- 
ators whose present rates under 
the Services Regulation (MPR 
165) are either less or greater 
than those established by OPA 
Sept. 23, 1943, in the oil burner 
service regulation now have the 
choice of retaining their present 
per-call rates or converting to an 
hourly rate basis not to exceed 
that established in Sept., 1943. 

The new action also provides 
that (1) rates for the first hour 
may be charged for any portion 
thereof, even though the actual 
working time consumed is less 
than one hour, (2) charges for 
the second or succeeding hours 
must be computed on the basis of 
15-minute periods, rounded out 
to the nearest 5 cents, and (3) 
rates established apply to each 
mechanic or service man em- 
ployed on the job. 

Another provision makes it 
clear that the new regulation 
does not apply to suppliers who 
sell oil burner service under a 








1943 





seasonal or yearly contract or to 
sellers who first sell or offer to sell 
services on or after the effective 
date of this revised regulation. 

The revised regulation dele- 
gates to the regional administra- 
tors and district directors au- 
thority to apply the rates for any 
city to an area which, in the 
judgment of the field officer, 
should take the city rate. The 
field officers also are authorized 
to suspend the regulation in any 
area they believe such action can 
best serve price control. 





EASE RESTRICTIONS 
ON TYPEWRITERS 


As a result of decreased Gov- 
ernment requirements for used 
typewriters and the resumption 
of limited production of new 
machines, the Office of Price Ad- 
ministration on Nov. 26 an- 
nounced an easing of its ration- 
ing regulations affecting rentals 
and sales of used typewriters. 

All models of used typewriters, 
including the most recent, may 
be rented by those persons de- 
siring them, beginning Dec. 1, 
OPA said. 

After that date, rentals of 
office-size typewriters manufac- 
tured since 1935 (Class A) will 
be placed on the same basis as 
older (Class B) machines. This 


| found that non-metallic 





means that they may be rented 
with or without local rationing 
board certificates. Priority in the 
rental of machines, however, must 
still be granted to persons who 
hold rental certificates—given to 
those needing the typewriters for 
essential war work. 

This action also releases for 
unrestricted sale office-size type- 
writers built before 1924. Until 
this change, the only office-size 
typewriters that generally could 
be sold ration free by the trade 
were machires made before 1915. 

Portable machines built before 





1941 are also released for un- 
restricted sale. Heretofore, only 
portables made before 1935 could 
be sold ration free by dealers. | 
All typewriter stocks in the hands 
of manufacturers, wholesalers and 
retailers that still cannot be sold 
ration free are identified by list- 
ing models and serial numbers in 
the amended regulation. 





PERMIT CARBON STEEL 
LINERS FOR FURNACES 


WPB revision of order L-22 
(warm-air furnaces) now permits 
use of carbon steel inner liners 
for new furnaces, installed to 
heat new buildings or additions 
to old buildings. It has been 
substi- 
tutes are not readily available for 
these linings. 

The revised order also permits 
the manufacture from cast iron, 
of feed door smoke curtains, feed 
door inner liners, hot blast lift 
doors and upright shaker handles. 

L-326 SIMPLIFIES 

POWER-DRIVEN SAWS 


WPB has sharply simplified 
and standardized power-driven 
wood-cutting saw blades, reduc- 
ing the varieties of solid tooth 
circular saws, and wide and nar- 
row band saws from approxi- 
mately 5400 to 1404. Limitation 
Order L-326 and three accom- 
panying schedules effect this pro- 








Metal cutting saw blades 


gram. 
are not included. Schedule I 
covers solid tooth circular saws; 
Schedule II, wide band saws; 
and Schedule III, narrow band 
saws. 

The kinds, sizes, and types of 
saw blades that may be manu- 
factured are those in general de- 
mand. Elimination of non-essen- 
tial variations is expected to re- 
duce the amount of inventory 
carried by manufacturers, and all 
handlers, yet to assure a steady 
supply of saws suitable for all 
essential purposes. 





PERMIT FREER USE 
OF CHROMIUM IN 
STAINLESS STEEL 


The War Production Board Dec. 
1 issued Supplementary Order 
M-2l-a, as amended and Direc- 
tion 3 to the Amended Order 
permitting freer use of chromium 
in the manufacture of stainless 
steel. The Amended Order and 
Direction provide a new formula 
for calculating all meltings of 
stainless steel allowing slightly 
greater amounts of prepared 
chromium than heretofore. This 
change will give relief to small 
producers who have had difficulty 
meeting present instructions. 





SIMPLIFY PROCEDURE 
FOR OBTAINING OF 
WATER WELL REPAIRS 

WPB has simplified the pro- 
cedure for obtaining materials 
used in drilling and repairing 
water wells in rural and subur- 
ban districts. 

Order P-148 assigns an AA-3 
rating and a CMP allotment No. 
S-4 for the purchase of materials 
by water well drillers. It is, 
however, stipulated that the rat- 
ing and allotment numbers are 
valid only for the drilling, casing 
and repairing of wells supplying 
water for agricultural, domestic, 
or other use in rural and subur- 
ban areas. 








Copper, Brass Parts 
For Builders’ Hardware 


WPB has released approxi- 
mately three million pounds of 
fabricated copper and brass parts 
for use in the manufacture of 
builders’ finishing hardware, 
cabinet locks and padlocks. 

This was by an amended 
Schedule to order No. L-236 
(builders’ hardware simplifica- 
tion) which permits use of such 
fabricated parts as manufac- 








turers held in inventory Nov. 30. 

Such parts, however, may be 
used only for items simplified to 
follow the rules established in 
the order, or may be released 
through appeal. 


Formerly copper and_ brass 


parts in manufacturer’s inventory 
could be used only if ten per 
cent or more of their total weight 
was of other metals. 
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Working on Simplified 


WPB-547 (PD-1X) Form 


(Washington Bureau 
of HARDWARE AGE) 


A simplified version of WPB.- | 
547 (PD-1X) is now being pre- | it now stands, will require less 
pared by the OCR Wholesale and time to fill out and less time to 


Retail Trade Division. 
The new form will request in- 
formation concerning the amount 


of goods on order and will also | 


| 


| 
| 


actual volume of sales during the 
entire year. 
This new form, if adopted as 


process at WPB. WPB officials 
also say that any changes will be 
made public well in advance of 
the effective date, probably some 


ask for any data relating to the | time in January. 


Set Quotas for Work Gloves 


For War 


Work glove manufacturers 
have been directed to give pref- 
erence to the production of jer- 
sey, canton flannel and leather 
palm combination work gloves in 
order to meet requirements of 
war workers, the War Production 
Board announced Dec. 7. 

Telegrams sent by the Textile, 
Clothing and Leather Goods Di- 
vision to 61 manufacturers of 
work gloves directed each manu- 
facturer to accept and fill during 
the current month orders for jer- 
sey, canton flannel and leather 
palm combination work gloves, 
in an amount of each type equal 
to one-third of the quantity of 
that type which he manufactured 
during the three months period 
beginnning June 1, 1943. 

The directive further specified 








Workers in December 


that orders for these gloves dur- 
ing the month of Dec., 1943, are 
to take precedence over all orders 
for other products except those 
ordered to or for the account of 
the U. S. Army, Navy, Maritime 
Commission or the War Shipping 
Administration. 

The types of gloves affected 
are urgently needed for use in 
war plants. In some instances, 
serious lags in output have de- 
veloped due to several factors, 
with the indirect effect of slow- 
ing up production of war goods 
in industrial operations where the 
The direc- 
tive is binding on all producers 
and its terms must be adhered 
to until the needed production is 
obtained. 


gloves are required. 








HIDES, KIPS, ETC. 


: As the Office of Price Admin- 
istration is now completing a re- 
vision of Revised Price Schedule 
9, Hides, Kips and Calfskins, for 
submission to industry advisory 
committees for criticism, it has 
postponed until Feb. 1, 1944, the 
effective date of an existing 
amendment to the schedule. 
The Amendment is No. 3, 
which made 13 changes, some of 
them in pricing requirements 
and some only in wording. 





Several of its features were criti- 
cized by members of the industry 
after it was issued in August, 
and its effective date was post- 
poned first to Oct. 1 and then to 
Dec. 1, so that the OPA could 
gather further data relating to 
it from packers, dealers, brok- 
ers, and tanners. 

This action is taken because 
suggestions from the industry 
bearing on Amendment 3 now are 
being considered together with 
recommendations for revising the 
entire schedule. It is in Amend- 
ment 7, effective Dec. 1, 1943. 











Hardware, Small Tool Exhibit Shows 
Simplification Under L-157, L-326 


(Washington Bureau 
of HARDWARE AGE) 

The Combined Conservation 
Committee’s exhibit, which was 
closed on Dec. 18, was a tribute 
to American industry and its abil- 
ity to effect savings in material in 
wartime, as well as stepping up 
production. The exhibit is spon- 
sored jointly by the Cana- 
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dian and American members of 
the Combined Raw Materials 
Board and the Combined Produc- 
tion and Resources Board. 

The accompanying illustration 
portrays a part of the exhibit de- 
voted to hardware and tools, and 
speaks for itself. Although only 
a small part of the exhibit the 
hardware section is a_ visual 











Combined Conservation Committee (U. S. and Canada) 
savings 


ing results of materials 


progress report of technological 
advances in mass production and 
illustrates a wartime record of 
which the hardware industry can 
be proud. 

The mortise locks in the upper 
left corner of the photo show the 
prewar model, with brass front 
and brass strike, as well as the 
current model with steel front 
and strike. 

The present manufacture of 
push plates in glass has con- 
tributed greatly to the conserva- 
tion of copper base alloys. 

The padlocks in the upper 
right show both the prewar brass 
as well as the present steel type. 
Brass may only be used in pad- 
locks for the military service. 

The door pulls are now made 
primarily of japanned steel, in- 
stead of brass. In fact, the major 
shift in the industry was from 
brass to steel. One of the most 
striking examples illustrated is 
the drawer pulls in the right 
center of the photograph. 

In the lower right can be seen 
the cast brass coat hook, as com- 
pared with the present steel wire 





exhibit show- 
orders. 


under simplification 


article, as well as the current 
wood door stop and prewar cast 
brass model. 

Blow torches are now made 
with steel tanks, instead of the 
prewar brass. As in the case of 
padlocks brass may only be used 
for tanks on military torches. 

In tools, the saving was ef- 
fected by simplification of styles 
and finishes, rather than a 
change in materials. The ham- 
mers and hatchets do not have 
the high polish, which was 
characteristic of the pre-war 
product, and the hammer head is 
now circular rather than hexag- 
onal, which resulted in the sav- 
ing of labor. 

The table shown below will il- 
lustrate the reduction in the num- 
ber of tool items permitted under 
Orders L-157 and L-326. 

There are also simplification 
orders for auger bits and ladders 
in preparation which will greatly 
reduce the permitted number of 
these items. There are. now more 
than 1200 types of auger bits and 
200 types of ladders. 








Produced 
Previously Under 
L-157 Manufactured Schedule 
Schedule 1—Shovels, spades and scoops ... 1,140 351 
Schedule $2—Hammers, hatchets and axes .. 1,511 317 
Schedule #3—Manually operated saws ..... 800 210 
Schedule $4—Heavy forged tools .......... 1,250 475 
Schedule 5—Steel goods ........+-.+++++5 852 158 
Schedule 27—Wheelbarrows .........+++++- 80 10 
5,633 1,511 
L-326 
Schedule $1—Circular saws ............... 4,330 1,012 
Schedule 42—-Wide band saws ............. 736 358 
Schedule 43—Narrow band saws .........-.- 351 34 
5,417 1,404 
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Your Patience Helped Us Win the 
ARMY-NAVY “E’ 


While the citation mentions only the management and workers 
of Crescent Tool, we could not help but think that there should 
have been a third representative on the platform when our = 
Flag was presented. 

For without the patience and understanding of our old cus- 
tomers — Jobbers, Dealers and Users alike — we doubt if that 
flag of merit would ever fly over our plant. 

To our good friends then ...to you who have helped us build 
our business through good years and bad ... we say: this is your 
honor as well as ours. The orders that were only partially filled, 
the deliveries that were slow and the correspondence that was 
answered tardily, all helped in giving the fastest possible . 
service to the armed forces. The minute there is the slightest 
slackening in their need, we will again increase our efforts in 
your behalf. That, we are sure, is the way you want it done. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


bh TOOLS 
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Chain lines- Reports from all 
quarters are that farm and industrial 
chain supplies, the “pound” chain items, 
are extremely scarce and slow. Harness 
chains are almost equally hard to ob- 
tain, and with mills reporting their 
books heavily loaded with direct war 
work, the outlook for the early future, 
for jobber, dealer and farmer supplies, 
is not encouraging. Definite limited 
percentages of the chain-maker’s output 
have been “ear-marked” by WPB order 
L-302, but if even these percentages are 


“ 


reaching distributors, the results are 
hard to locate. Light chains are not 
moving in too freely. 


a * a 


Screen cloth—Many inquiries 
are reaching jobbers and mauufacturers 
as to the outlook for early 1944 sup- 
plies of black and galvanized wire cloth, 
or insect screening. WPB has had 
under consideration for many months, 
an “allocation program,” which would 
authorize manufaturers to make up for 
civilian distribution, a certain definite 
percentage of each distributor’s recent 
pre-war purchases. When the program 
has been settled, and the available per- 
centages announced, there will be great 
relief among the trade, even if the per- 
centages (as is likely) are to be quite 
short of normal. 


* 7 & 


Dry flooring felt—Dry flooring 
felt has been brought under dollars-and- 
cents maximum prices by OPA by re- 
cent revision of the same regulation No. 
369 that has governed dry roofing felt. 
New ceiling prices for dry flooring felt 
are established on a two-fold basis. The 
seller may chose between (1) his 
March, 1942, ceiling prices and (2) new 
specific maximum prices which are now 
on an f.o.b. shipping point basis. 


a * > 


Antimony eased—Of interest 
to hardware people chiefly as a leading 
component of babbitt metal, the release 
of antimony from allocation after Jan- 
uary 1 was announced by the War Pro- 
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duction Board, while the Office of Price 
Administration moved to simplify price 
control for this metal with the estab- 
lishment of wholesale base ceiling price 
of 14% cents, f.o.b. Laredo, Texas. De- 
liveries of antimony from persons other 
than the Metals Reserve Company may 
be made or accepted without specific 
authorization. Reports of production 
and sale, however, will still be required, 
but on a quarterly basis rather than 
monthly. 
me * te 

Linseed oil deliveries —- WFA 
has revised regulations affecting de- 
liveries of linseed oil at wholesale, to 
permit greater latitude, and to allow 
wholesalers to “carry over” quota de- 
liveries from one calendar quarter to 
another. An amendment effective Dec. 
1, permits unlimited delivery among 


wholesalers, processors and crushers, 
but retains the limitation on deliveries 
to retailers. 

* * * 

Industrial paint prices—Ef- 
fective Dec. 13, OPA has amended the 
general maximum price regulation, to 
exempt from control any sales by manu- 
facturers of industrial paints such as 
were not sold during or before March, 
1942. The exemption applies only when 
the total sale of any one such paint does 
not exceed $1,000. 


Household metal items 
WPB has announced that manufac- 
turers of household baking pans, 
vacuum bottles, and garment hangers 
are permitted use of certain kinds of 
metal in addition to the kinds they 
have been using. Overall quota re- 
strictions on materials remain un- 
changed, however, and quarterly reports 





Wholesale Hardware Sales 
By G selene sates for October, 1943 
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} SALES REPORTED 


| SALES-YEAR-TO-DATE 





Percent Change 











REGION October 1943. | Thousands of Dollars | 
| from | Percent | Ten Ten 
oa Change | Months | Months 
Number | | from | 1943 1942 
| of October! Sept. | October | October| Sept. | 10 mos. | (Add (Add 
| Firms 1942 | 1943 1942 | | 1942" | 000) | 000) 
| | | 
| | 
England = ~9 | a | $1,153| $1,270) $1,156) — 8 | $11,727 | $12,677 
Middle Atlantic. 100 —1 | +2 ,983} 7,875| 6,841; —4 | 92547| 96,528 
t North Central 50 —10 | +1 6,291 | 5,645| —14 65,350 | 76,256 
West North Central 36 -2]| —-3 5,319| 5,435| 5,507, —13 | 56,113 ' 
South Atiantic......._| —15 | +5 3,753| 4,429| 3,558| —16 37,214| 44,158 
East South Central. 20 —8 | +1 2,510| 2, 2,495| —15 | 25,105) 29,619 
West South Central 29 -—4 a 4,201| 4,364) 4,202! — 6 50,532| 53 
Mountain... . . 9 -8 | —-1 | _813 883 820; —8 | 8,147| 8,818 
Pacific... .. 30 -4@ a | 7,605| 7,890/ 7,612) +5 112,864 | 107,229 
U.S.TOTALa....| 350 —~8 | +1 38,027 | 41,158 | 37,836 | —7 | 459,599 | 493,259 


Rens of the Census 
a Less than 0.5 percent. 








Current Statistical Service 








States comprising regions: 


New England—(Conn., Maine, .~<y N. H., R. L., Vt.) 


Middle Atlantic—(N. J., N. Y., 


a.) 
East North Central—<(iil., Ind., ‘aie. Ohio, Wisc.) 
West North Central—(lIowa, Kan., Minn.., Mo., Neb., N. D., S. D.) 


South Atlantic—(Del., D. C., Fla., Ga., Md., 


N. C., 8. C., Va., W. Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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Only machines can keep U. S. agriculture doing the 
job ...and only the distributors and dealers of the 
nation can keep those machines going—by supplying 


the farmers with repair and maintenance parts! 


xkekk 


It is estimated that 98% of farm production this year has 
to depend on machines already in service in 1942... in 
many cases, before 1942. 

This means a maintenance and repair program utilizing 


every scrap of metal — every spark of ingenuity — that 


“BROTHER, YOU CAN’T FEED THE WORLD BY HAND” 





farmers and farm implement suppliers can command. 

R B&W, whose EMPIRE Bolts and Nuts were used in 
the first metal plows in America, must and will continue 
to make its famous Plow Bolts available to the farmers of 
the nation through its usual distribution channels. 

The War Production Board, Wholesale and Retail Divi- 
sion, fully recognizes the vital necessity of a successful pro- 
gram for maintaining farm equipment. When you apply 
for a rating to extend on plow bolts or other parts, you will 
have no difficulty in obtaining prompt and sufficient help 


in filling your requirements. 


PBB EWE Wein sir te igs that make Fnericn ting 
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Factories at: Rock Falls, lil.; Port Chester, N. Y.; Coraopolis, Penn.; Sales offices at: Philadelphia, Chicago, Detroit, Los Angeles, Portland, Seattle 
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Wholesale Hardware Inventories 
By seine: — pac October, 1943 


END-OF-MONTH INVENTORIES (Cost) 


Percent Chance 


REGION October 1943 

from 

Number 

of October Sept. 
Firms 1942 1943 
New England 13 —19 -—1 
Middle Atlantic 63 — 6 +1 
East North Central 38 —26 —2 
West North Central 23 —1 —13 
South Atlantic 35 —16 b 
East South Centra! 9 —12 b 
West South Central 19 — b 
Mountain 6 10 b 
Pacific 12 ~—12 +2 
U.S. TOTAL a 223 ~15 — 3 


Bureau of the Census 


| October October 
1943 1942 1943 1943 


$$ 





STOCK-SALES RATIOS 


Thousands of Dollars 


Sept. | October | October | Sept. 


$1,247 | $1,533 $1,259 179 185 187 
932 ly 113 102 113 
6,459 8,758 6,608 138 172 143 
925 7,793| 7,974 156 180 173 
2,787 3,314 2,800 120 116 122 
1,713 1,947 1,715 126 137 | 12 
5,349 6.024 5,347 175 181 175 
635 706 635 207 171 194 
6,243 7,011 6h 171 203 166 
36,643 42,921 37,744 146 158 180 


Current Statistical Service 


a Includes data for 5 firms not allocated to geographic regions. 


b Less than 0.5 percent. 


Stock-sales are pcrcentages obtained by dividing the cost value of stocks by sales for 


an identical group of firms. 





from manufacturers are required. Bak- 
ing pan manufacturers, finding it dif- 
ficult to obtain new Bessemer steel, 
may now take advantage of currently 
available warehouse and mill stocks of 
tin mill black plate rejects, such as are 
accumulated in the production of new 
steel. Makers of vacuum bottles may 
use zinc to the extent permitted by the 
lately revised zinc order, and may even 
use aluminum when it is permitted. 


* * « 


Imported watch prices—On 
Dec. 7, OPA ordered drastic cuts in the 
retail ceiling prices of lower-priced im- 
ported Swiss watches. Under the re- 
vision, watches selling for as much as 
$39.50 in extreme cases under the old 
price formula are reduced to $17. The 
shortage of low-priced watches in the 
United States, OPA found, has caused 
considerable abuse of the old ceiling 
formula, and led to 
definite dollars-and-cents maximums. 
Retail prices under the new ceilings 
range from $8.50 for Swiss watches 
with  pin-lever, 


imposition of 


cylinder or Roskopf 
movement, three jewels or less, men’s 
size, to $18.50 for pin-lever ladies’ size 
watches having four or more jewels. 


x as * 


Retailing in November 
November sales reports for leading 
mail-order and chains show 
Sears Roebuck sales 
last month were about 8 per cent larger 
than in Nov., 1942, but for the year to 
date were 3.1 per cent under last year. 
Montgomery Ward in November were 
5.77 per cent under a year ago, and for 
the year to date, were off 3.42 per cent. 
Woolworth’s gained 5.6 per cent for the 


variety 
mixed results. 


month and 5 per cent for the year. 
W. T. Grant Co. respective gains were 
4.1 and 9.1 per cent. 


* «* * 


6, times pre-war—Munitions 
now are pouring from American fac- 
tories at six and one-half times the rate 
before Pearl Harbor, the National Asso- 
ciation of Manufacturers states. “In 
the two years since Pearl Harbor, 
American industry has performed a 
herculean task of producing the myriad 
weapons, vehicles, and instruments re- 


quired for an expanding global con- 
flict,” the association comments. “This 
nation is building more airplanes than 
all the rest of the world put together.” 


* * * 


New record power output— 
Electricity production in the week 
ended Dec. 4, rose sharply to a new 
record high of 4,560,158,000 kilowatt 
hours. Production in the latest week 
was 17.4 per cent more than the output 
of the similar 1942 period. 


+ * * 


Machine tools—Shipments in 
October totalled approximately $76,- 
000,000, a decline of about 11 per cent 
from the $85,842,000 September value, 
according to a preliminary report is- 
sued Nov. 25 by the Tools Division of 
the War Production Board. The Oc- 
tober figure continues the trend of de- 
creasing shipments of machine tools 
since Dec., 1942, when shipments 
reached a peak value of $131,960,000. 
Meanwhile the machine tool industry 
has continued the gradual conversion 
of idle facilities to the production of 
other essential war goods, the Tools 
Division said. The backlog of unfilled 
orders for machine tools declined 
about $47,000,000 as of Oct. 31 to ap- 
proximately $286,000,000. Unfilled 
orders at the end of September totalled 
$333,119,000. The net addition of 
orders in October, i.e., new orders less 
cancellations, declined to slightly less 
than $30,000,000 from the September 
total of $31,759,000, the preliminary re- 
port indicated. Cancellations during 





Wholesale Hardware Collections 
on Accounts Receivable 
By haeclinore St sib October, 1943 








ACCOUNTS RECEIVABLE Collection icanatianciss 
Percent Change | | 
REGION October 1943 Thousands of Dollars 
Number — s Ite wes | 
of (October; Sept. | October October | Sent. | October | October | Sept. 
Firms | 1942 1943 1943 | 1942 | 1943 1943 | 1942 | 1943 
F [ “es, Be 2 as ea oa 
New En: land 24 —19 b $1,040 | $1,286{ $1,042, 96 85 97 
Middle Atlantic 9 —14 +1 7,473 | 8,703; 7,431 - | me) 
East North Central 48 —28 +2 5,561; 7,776; 5,449 99 82 98 
West North Central 36 —34 -—25 | 4888| 7,375| 6,495! 100 78 83 
South Atlartic 48 —27 +2 | 4,088; 5621! 4027; 86 81 88 
East South Certral 15 —20 +1 | 1,836 2,291 1,826 93 88 
West South Central 25 —24 —10 3,711 4,858 | 4,136 98 87 95 
Mountain 7 —29 +12 412 578 368 83 74 85 
Pacific 28 -9 —3 8,763 9,600 9,023 86 79 82 
U.S. TOTAL a 327 —22 —5 37,853 48,298 | 39,879 91 80 87 
Bureau of the Census Current Statistical Service 


a Includes data for 5 firms not allocated to geographic regions. 


b Less than 0.5 percent. 


Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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October were $4,100,000, compared with 
$5,800,000 in September. 


* * * 


U. S. Plywood sales—A very 
sizeable increase in sales made by the 
United States Plywood Corp., New 
York City, for the six months ended 
Oct. 31, was recently reported. Net 
sales for the second and third quarters 
of this year were $9,672,856, as com- 
pared with $8,553,899, in the same 
period of 1942. 


* * e 


National and farm income 
Agriculture Department spokesmen say 
that farm income is running about 28 
per cent above last year, compared 
with a non-farm income rise of 20 per 
cent, and that farmers will earn about 
$18,000,00).900 in 1943. The index of 
prices receive) by farmers November 
15 was 192 per cent of the 1909-1914 
average, unchanged from a month 
earlier, but 23 points higher than a year 
ago. Prices paid by farmers, including 
taxes and interest, were 167 per cent of 
the 1909-1914 average November 15, an 
increase of 12 points from a year earlier. 
Against these statistics, the Department 
sets reports prepared by its own 
analysts, and the bureau of labor sta- 
tistics, showing that living costs have 
increased about 10 per cent in the last 
year and are now at the highest level 
since the first World War. The Na- 
tional Industrial Conference Board says 
that, through October, living costs have 
risen 23.5 per cent during the first fifty 
months of the present world war. Warn- 
ing that the inflationary gap between 
living costs and national income is 
spreading rapidly, economists estimate 
national income this year at $145,000,- 
000,000, one-third greater than esti- 
mated civilian expenditures. 


* * * 


Consumer supplies near 
“bottom”—If not now, at least within 
a month or two, leading store execu- 
tives feel, supplies of consumer goods 
are reaching the “bottom of the pile” 
and thence can hardly go elsewhere 
than “up.” This is the expressed be- 
lief of the buying heads of some of the 
nation’s leading mail order and retail 
businesses—men who purchase millions 
of dollers worth of all types of con- 
sumer goods monthly. Many of these 
observers feel that early 1944 prospects 
are better for their “hard goods” lines 

-tools, farm implements, kitchen ware, 
and general utility equipment—than 
they are for “soft goods”—such as tex- 
tiles and clothing. 


* * we 


Doing better — Monthly the 
War Production Board’s chairman takes 
the nation into his confidence, with a 


1943 





DECEMBER 23, 


report of progress in the outturn of 
munitions and war materials. We are 
holding a wonderful pace. Munitions 
production in October registered a 29 
point gain over September, the best in- 
crease since April. The index now 
stands at 648 per cent of the pre-war 
(Nov., 1941) par. The October produc- 
tion gain showed that manpower, oc- 
casional shortages of material, and de- 
sign changes gave less trouble than in 
earlier months, but undoubtedly one of 


the chief factors is added experience— 





better management, better effort by 
labor, better trained workers. Of the 
six major munitions groups, five ad- 
vanced, and only one—combat and mo- 
tor vehicles, declined, and that was ac- 
cording to plan. The important ex- 
panding programs made good gains: 
aircraft, 9 per cent; ships, 5 per cent; 
ammunition, 11 per cent; communica- 
tions and electronic equipment, 9 per 
cent. War construction, purposely a de- 
clining program, was off 9 per cent 


from September. 











Attention-Arresting 
ACTION DISPLAY 


This colorful display features a 
full-size Hotstream Motorized 
Draft-O-Stat in action and dem- 
onstrates convincingly how fuel 
savings of 10% to 30% are made 
possible by scientific control of 
chimney draft. As the Draft-O- 
Stat moves through the cycles 
of “on” and “off” periods, a 
constantly changing message ex- 
plains what is happening, hoid- 
ing the prospect’s attention until 
he gets the complete story. The 
display is effectively illuminated 
and ‘suitable for show window, 
counter or sales floor. 
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Display is furnished with initial order 
Pree Offer of 6 or more Motorized Draft-O-Stats. 









8007 GRAND AVENUE e CLEVELAND, OHIO 


It may also be purchased, completely 
assembled, for $2.80 plus net cost of 
two Motorized Draft-O-Stats—one of 
which is incorporated in the display, 
the other packaged for sale. Supply is 
limited, so get your order in early 
or write for details. 






Stove Makers Foresee Brighter 1944 


(Continued from page 48) 


tion was that a ration board accept 
a consumer's statement as to wheth- 
er or not a stove is repairable, in- 
stead of having a “so-called stove 
expert” handle this detail. 
Concerning “Profits in the Stove 
Industry” Lewis Moore, Jr., presi- 
dent, Marshall Stove Co., Lewis- 
burg, Tenn., a trustee of the Insti- 
tute, recalled a talk he had made 


two years previous when the indus- 
try was requested to hold prices as 
of October, 1941. until an analysis 
of cost increases could be under- 
taken. At that time there were 
three things not seen, the impending 
weight limitation on models “which 
resulted in the unfortunate condi- 
tion that some manufacturers found 
themselves only able to make their 











MIXES IN A MINUTE 





SPREADS EASILY 


9 out of 10 Users Prefer 
This Modern Glue 





SETS FOREVER 


jobs can be worked within 2 or 3 hours 
— set forever in 7 days 


















Nine users out of ten! 


That's the overwhelming vote for 
Weldwood Glue shown by a recent 
survey among glue users! 


And that makes something to write 
an order for! 


Because your customers, also, will 
prefer Weldwood Glue . . . prefer 


it over any glue you've offered them. 
And here’s why. 


Weldwood Glue gives users these 
six advantages: 


1. Tremendous strength 

2. Waterproot, bacteria- and rot-proof. 

3. Quick and easy to use. No heating. No 
waiting. 

4. Economical. 

5. Applied cold, quick setting. 

6. Stain-free. 





WELDwWaup 


PLASTIC RESIN 


WATERPROOF GLUE ~--. 


Address 
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It “makes the glue line the safety 
line.” 


Advertising for this modern plastic 
resin adhesive is reaching hardware 


customers — your customers — 
through 14 different national pub- 
lications. ' 


Available, attractively packaged, in 
display cartons for quick counter 
sales in 10¢, 25¢, 85¢ (1 Ib.) sizes. 
Also in 5 Ib. cans. 


Order Weldwood Glue from your 
jobber today. Or mail the coupon 


for complete information. 


UNITED STATES PLYWOOD CORPORATION 
Weldwood Glue Dept. 41, 55 West 44th St. 
New York 18, N.Y. 


Please send literature, prices, discounts, samples 
and information on WELDWOOD GLUE dealer plan— 


Our Jobber is 
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so-called ‘loss  leaders’.” Under 
Price Regulation 64, they were only 
permitted an increase of 12 per cent 
over the prices in effect the first 
part of 1941 but even at those 1941 
prices, some manufacturers were 
selling the lower priced numbers in 
their lines at margins that were at 
the vanishing point averaging up 
profits with more substantial mar- 
gins on the higher priced, less 
competitive, heavier stoves. Lowered 
production was the next problem 
and the third element was increased 
labor costs. 

Mr. Moore pointed out that the 
112 per cent price took into con- 
sideration cost increases that had 
been actually realized at the time 
the Price Order was issued but that 
such costs have materially increased 
since January, 1941. He recom- 
mended simplification of OPA’s 
procedure for a-manufacturer to get 
individual price increases under spe- 
cial conditions. 

Other addresses included “Get- 
ting What We Need,” a discussion 
of material and manpower problems 
by John E. Russell, president, Ma- 
jestic Mfg. Co., St. Louis, Mo., who 
was elected president of the asso- 
ciation, and M. H. Stans, treasurer, 
The Moore Corp., Joliet, Il., speak- 
ing on termination of war contracts 
and reconversion to civilian busi- 
ness. 

The new president of the Institute 
for 1944 is John E. Russell, presi- 
dent, Majestic Mfg. Co., St. Louis. 
Mo. Henry H. Morse, vice-presi- 
dent, Florence Stove Co., Gardner, 
Mass., is the vice-president. Foskett 
Brown, president, Gray & Dudley 
Co., Nashville, Tenn., is secretary 
and Jennings B. Gordon, president. 
Southern Co-operative Foundry Co., 
Rome, Ga., is assistant secretary. 
Samuel Dunckel, managing director, 
The Institute of Cooking & Heating 
Appliance Manufacturers, The 
Shoreham Hotel, Washington, D. C., 
continues in that capacity. 

Truestees are: Henry H. Morse, 
vice-presdent, Florence Stove Co., 
Gardner, Mass.; S. E. Little, vice 
president American Stove Co., Cleve- 
land, Ohio; R. W. Turnbull, presi- 
dent. Edison General Electric Appli- 
ance Co.. Chicago, [ll.; Albert M. 
Kahn. vice-president, Estate Stove 
Co., Hamilton, Ohio; John E. Rus- 
sell, president, Majestic Mfg. Co., 
St. Louis, Mo.; Lewis Moore. Jr.. 
president, Marshall Stove Co., Lew- 
isburg, Tenn.; J. L. Raulston, gen- 
eral manager, United States Stove 
Co., S. Pittsburgh, Tenn.; Bolling 
Jones, Jr., president. Atlanta Stove 

(Continued on page 37) 
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Post-War Program of 
Gas Utility Companies 
(Continued from page 45) 


may be agreed upon, adopted 
and put into use for the pur- 
pose of stimulating the sale of 
suitable gas appliances and pro- 
moting the use of gas service 
in a way that will be mutually 
advantageous to all participants. 


1—All gas appliances offered 
for sale by all cooperating 
companies shall bear the seal 
of approval of the American 
Gas Association Testing Labo- 
ratory. 


2—No appliances or mer- 
chandise not directly related to 
the use of gas shall be sold by 
gas utilities. 


3—In all merchandising ac- 
tivities, the resale mark-up of 
all gas appliances that have re- 
ceived reasonable customer ac- 
ceptance shall be consistent 
with present-day merchandising 
practices. There shall be no 
premiums given with nor trade- 
in allowances made in connec- 
tion with the sale of any such 
appliances unless all cooperat- 
ing agencies are in a position 
to participate. ; 


4—The presenting to the 
public of those gas appliances 
not having received reasonable 
customer acceptance shall be 
considereé@ as promotional ac- 
tivities and not as merchandis- 
ing activities. 

5—Coordinated advertising 
of approved appliances should 
be developed by gas utility com- 
panies and local dealers, and 
the gas company should give 
all reasonable assistance pos- 
sible to the dealer in advertis- 
ing, displays and sales assist- 
ance. 


6—The deferred payment 
feature of our merchandising 
activities shall be on an eco- 
nomically sound basis. 

These principles were officially 
approved by the National Asso- 
ciation of Master Plumbers, the 
National Heating and Piping Con- 
tractors, the National Retail Hard- 
ware Association, and others, and 
a check made in the fall of 1932 
indicated that 200 companies 
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serving approximately 7,000,000 


meters were utilizing this state- 
ment and these principles as a 
basis for promoting cooperative 


dealer relations. 


In 1934 a further survey show- 
ed substantial progress in this 
field as a total of 194 companies 
in the manufactured and mixed 
gas industry were using dealer 
plans based on the Association’s 
principles. These companies listed 





11,460 dealer outlets and 43 per 
cent of the companies reported 
that they carried dealer appliance 
sales paper. 

Nearly 10 years have passed 
and during this time the number 
of dealer outlets have substantial- 
ly increased and gas appliance 
sales volumes have reached new 
peaks as a result of the sales ac- 
tivities of the utilities. dealers and 


manufacturers. 


GET SET WITH PLANET JR. 








Get set now for the time when govern- 
ment restrictions on the production 
of farm equipment are lifted! Post 
war years will increase the need for 
food production and accelerate the 
trend toward the mechanization of 
American farming. 


Plan now for future piofits from vast, 
new markets with the long established 
line of Planet Jr. Garden Tractors 
and Planet Jr. equipment— plows, 
harrows, seeders, cultivators, fertil- 
izers, mowers, etc. — for which there 


is already an ever increasing demand. 
Farmers, seedsmen, market gardeners 
—growers of every kind—know that 
these versatile tractors help them do 
more work faster, easier, and better. 


Turn this major sales opportunity to 
your advantage! Write today for the 
Planet Jr. Tractog Catalog and full 
information. 


Planet Jr. also has a complete line of 
planting, fertilizing and tillage tools 
for farm and garden. 


S. L. ALLEN & CO., Inc. 
3425 North 5th Street, Philadelphia 40, Pa. 


FARM 
IMPLEMENTS 





GARDEN 
TRACTORS 
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PROTECT YouR 


POULTRY 


WITK PROPER 


SUPPLIES 


= 





POULTRY 
SUPPLIES 
WINDOW 


MERCHANDISE: 


Brooder stoves, chick 
feeders, growing 
chick feeders, flock 
feeders, water 
founts. thermostat 
wafers, incubator 
and brooder ther- 
mometers, wire 
brushes, scrapers, 
spring scales, glass 
cloth, poultry net- 
ting. brood coops, 
brooder stove pipe, 
baby chicks. 


BACKGROUND: 


Center panel of 
bright yellow corru- 
gated board or 
painted wallboard. 
Side panels of light 
green material. Cut- 
out letters in dark 
green. 


Stress Poultry Supplies, Anti-Freeze 
and Radio Repairs in Late January 


RADIO 
REPAIR 
SERVICE 
WINDOW 


MERCHANDISE: 


Radio batteries, ra- 
dio tubes, insulators 
for aerials. 


ANTI-FREEZE 
WINDOW 


MERCHANDISE: 
Anti-freeze, motor 
oils, storage  bat- 
teries, battery test- 
ers, frost shields. 
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RADIOS 








MUST LAST 
FOR THE DURATION 


REPAIR SERVICE 


FOR THAT 
AILING SET 

















COLD WEATHER 
PROTECTION 
FOR YOUR 
CAR ANTHFReeze 


& ALCOHOL 
IN BULK 
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Policy for Redistribution 
and Disposal of Surplus 
Property Outlined 


by Army 
. (Continued from page 39) 
- officers in each Service Command 
r Headquarters. 
at Information as to availability 
" of contractor-owned property be- | ‘ 
© coming excess as a result of con- 
B. tract terminations may be ob- 
. tained from WPB Regional Re- | 
5, distribution Offices and also from | 
2 field offices of Ordnance Depart- | 
ment, Chemical Warfare Service, | 
3 Corps of Engineers, Signal Corps, 
: Quartermaster Corps, and Medi- | 
r cal Corps. All of these offices are 
listed in this article. 


The Navy has just entered into 
the surplus disposal picture, the 
offices are just being set up. It is 
believed that although Navy sur- 
pluses will increase when the war 
ends, they will never approach the 
magnitude of the Army’s stocks. 
The plan was fully reported in 
HarpwareE AcE of November 25. 
Since that time two additional 
offices have been set up, and those 
Communications should be. ad- 
dressed to these offices. 

The Marine Corps has very lit- 
tle scrap or surplus material avail- 
able. Any inquiries regarding 
Marine material should be ad- 
dressed to: Quartermaster Head- 
quarters, Marine Corps, Washing- 
ton, D. C. 











Navy Material Redistribu- | 


tion and Disposal Offices 


342 Madison Ave., 
New York, 17, N. Y. 


605 Furniture Mart Bidg., 
1355 Market St., 
San Francisco, Calif. 


Board of Trade Bldg., 
Room 1260, 

141 West Jackson Blvd., 
Chicago, Ill. 









Maison-Blanche Bidg., 
901 Canal St., 
New Orleans, La. 
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now in operation are listed below. | 



















* For Quick Turn-Over 
x For Liberal Profits 








Fastest-selling $1.00 Items in America! 
Featured in More than 5,000 Retail Stores 
Throughout ihe United States and Canada 





GUARANTEED }\/ | 

HEAT-RESISTING 34). 

V4 5 (Qa i. 

LAAN 

- .. & oT U.S. Petent D-133-413 
eae... ’ Others Pending 


Famous “Queen Anne” Ring Mold 


The only “all-purpose” guaranteed heat-resisting 








glass ring mold, for making Hot or Cold dishes. 
Used with success in Oven or Refrigerator. 1-qt. 
capacity. Individually packed (12 to a carton). 


Retails at > gl OF DENVER, 1.25 





"Little Princess” 


Ring Molds 
Retad at 
6 451%° 


Each mold is 5-oz. Capacity. 
Packed:—6 molds to a set. 
12 sets in a master carton. 





Sales Company 


Law & Finance Building 
PITTSBURGH (19) PA. 





v1 Si 


Wire of a thousand uses attrac- 
tively and conveniently packed 
in the familiar red and silver 
boxes. Units of 1% lb., ¥2 lb., 
and 1 Ib., also 5 Ib. packages. 
Wire sizes from .005” to .200” 
dia. - 


NNEDY 


At your local mill supply house or 


stocks in Worcester, Akron, At- 
lanta, Chicago, Los Angeles. 


é 
“i 


JOHNSON STEEL & WIRE Co.1Nc 


WORCESTER 1, MASSACHUSETTS 


A t ANGELE 
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Toy Makers Urge Materials 
For Making Playthings 


Desire steel for toys when some is 
released for civilian goods. Carl 
Hedstrom, Jr., heads association. 
Toy Fair dates, March 6-18, 1944 


yy IFFICULTIES of the materials 
situation was the chief subject 
discussed at the 27th annual meet- 
ing of the Toy Manufacturers of the 
U.S.A., Inc., held Dec, 2-3, 1943, at 
The Waldorf-Astoria, Park Avenue, 
New York City. Those present were 
reminded that many retail and whole- 
sale buyers were going cautiously in 
the purchase of goods whose values 
would decrease as a result of peace. 
Manufacturers were urged, now, to 
consider the lines people would and 
would not wish to buy in the post- 
war era, despite the fact that no one 
can tell how soon or how far away 
the end of hostilities will be. 
In his address as retiring presi- 
dent, T. W. Smith, Jr., Sun Rubber 
Co., Barberton, Ohio, pointed out 


that despite hoped for relaxation on 
some metals, next year, the industry 
faced an over-all playthings produc- 
tion far below this year. The indus- 
try he commented has, “turned every 
possible effort and facility to the 
production of war goods and at the 
same time used its ingenuity and 
skill to the utmost in continuing to 
produce all toys possible with the 
use of such materials, facilities and 
manpower as are not essential to the 
war effort.” More than 150 toy and 
related line manufacturers are pro- 
ducing war materials, having an 
overall production volume probably 
far exceeding the industry’s normal 
peace-time production. 

The situation as to metals, wood. 
plastics, rubber and paper was thor- 





LW 


HEY! THERES 
SOMETHING 
DIFFERENT 
ABOUT OUR 
kv) TTA 
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MLL SAY!- 
THEYRE TWICE 
AS LARGE 
NOW - 
EVEN MORE 
EFFECTIVE / 









Star makes 244,000,000 impressions in 1943! In Collier's, Look, Liberty, 
This Week, Click, Country Gentleman and 51 other Monthly Magazines! 
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CARL HEDSTROM. Jr. 


oughly discussed. James S. Lehren, 
Wolverine Supply & Mfg. Co., New 
York City, said there is much sur- 
plus steel which cannot be used for 
war goods which could be used to 
produce toys. A paper by E. M. 
Wallgren, vice-president, Radio Steel 
& Mfg. Co., Chicago, Ill., who was 
not present, quoted the Nov. 25, 
1943 issue of The Iron Age (pub- 
lished by Chilton Co., publishers of 
Harpware AGE and other business 
publications) which stated that it is 
expected that order M-126 will be 
rescinded in January, 1944. J. M. 
Branneman, The Hubley Mfg. Co., 
Lancaster, Pa., discussed the pig 
iron and zinc situation. As to wood, 


Arthur J. Lehman, The Lehman Co., 


of America, Inc., Cannelton, Ind., 
and H. G. Fisher, Fisher-Price Toys, 
Inc., E. Aurora, N. Y., discussed the 
further curtailment of the use of 
wood in making civilian goods in- 
cluding toys, later announcement 
being made of the hardwood lumber 
order M-364, and Southern yellow 
pine order M-361, placing certaim 
species under complete allocation. 


Bakelite, Rubber Discussed 


C. W. Blount, general sales man- 
ager, The Bakelite Corp., New York 
City, demonstrated the relative hard- 
ness and brittleness of a variety of 
plastics and pointed out they are 
no cure-all but a tool to work with 
providing good material for numer- 
ous items including some for which 
they have not as yet been used. As 
to the rubber situation, T. W. Smith, 
Jr., pointed out supplies of natural 
rubber are very limited and that 
there would be no surplus of syn- 
thetic rubber for some time to come. 
A message from Oliver M. Porter, 
executive director, United States 
Pulpwood Products Association, was 
read, in which it was emphasized 
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Toy Manufacturers of the U. S. A.. Inc.. officers and some of the directors, 


advisory committee and retiring directors. 


Left to right: H. C. Luhrs, The 


Beistle Co., Shippensburg, Pa., advisory committee L. K. Anderson, Selchow 
& Righter Co.; R. R. Ballenger, Dowst Mig. Co., treasurer; James L. Fri, man- 
aging director; H. D. Allen, The Gong Bell Mfg. Co., E. Hampton, Conn., 
advisory committee; T. W. Smith, Jr., Sun Rubber Co., retiring president: 
H. G. Fisher, Fisher-Price Toys, Inc., advisory committee; Sam G. Goss, 
Halsam Products Co., vice-president; B. F. Michtom, Ideal Novelty & Toy Co., 
advisory committee; Horatio D. Clark, assistant director, and Arthur Lehman, 
The Lehman Co. of America, Inc., vice-president. 


that supplies of paper and paper 
board and their component raw ma- 
terials are and would continue to be 
very scarce. 

More than 80 members and guests 
attended the banquet, Thursday 
evening, in the Jade Room of The 
Waldorf-Astoria, hearing Capt. An- 
drew K. Dutch, U. S. Marine Corps., 
tell a stirring story of Pacific Ocean 
fights in the air, on land and on the 
sea, with Japanese forces. He ex- 
hibited a number of trophies from 
battles in which he participated and 
urged cooperation with all manner 
of war effort. Retiring president 
Smith was presented a testimonial 
scroll in appreciation of his services, 
A. C. Gilbert, A. C. Gilbert Co., New 
Haven, Conn., a past president mak- 
ing the presentation. An imperson- 
ator of political and theatrical peo- 
ple entertained, as did a humorous 
after dinner speaker introduced as 
a government official. 

Dr. Marcus Nadler, Professor of 
Finance, New York University and 
Research Director, Institute of Inter- 


national Finance, discussing the 
business outlook Friday morning 


said he did not expect to see run- 
away inflation in this country. It is 
possible, he declared that 1944 de- 
mands of the armed forces for ma- 
terials may decrease to such a favor- 
able degree the manpower situation 
may be eased. He urged serious 
consideration now, for the post-war 
market, of the kinds and types of 
toys manufacturers will make and 
the kinds they will not make. Com- 
paring 1929, year of the financial 
crash, with this year he said the 
former year found this country with 
a consumer purchasing power of 
$83.000.000,000 as compared with 
this year’s $155.000,000,000. 
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Dates of the annual American Toy 
Fair, in New York City, sponsored 
by the association, were set for 
March 6-18, 1944, inclusive, with 
permanent exhibits at 200 Fifth 
Ave., 1107 Broadway and _ other 
buildings in the vicinity and tem- 
porary showings at the Hotel McAl- 
pin, Herald Square. 

T. W. Smith, Jr., Sun Rubber Co., 
Barberton, Ohio, was succeeded as 
president by Carl Hedstrom, Jr., 
Hedstrom-Union Co., Gardiner, 
Mass. New vice-presidents are: 
Arthur J. Lehman, The Lehman Co. 
of America, Inc., Cannelton, Ind., 
and S. G. Goss, Halsam Products 
Co., Inec., Chicago, Ill. R. R. Bal- 
lenger, Dowst Mfg. Co., Chicago, 
was reelected treasurer. New mem- 
bers of the board of directors are: 
Neal W. Foster, Newton & Thomp- 
son, Inc., Brandon, Vt.; David Marx, 
Louis Marx & Co., Inc., New York 
City; L. M. MacDonald, Ohio Art 
Co., Bryan, Ohio, and J. C. Struth- 
ers, The Colson Corp., Elyria, Ohio. 
Other directors are: H. D. Allen, 
Gong Bell Mfg. Co., E. Hampton, 
Conn.; L. K. Anderson, Selchow & 
Righter Co., New York City; Messrs. 
Ballenger, Goss, Hedstrom and Leh- 
man; B. F. Michtom, Ideal Novelty 
& Toy Co., Long Island City, N. Y.; 
and Charles S. Raizen, Transogram 
Co., Inc. James L. Fri, New York 
City, managing director and Horatio 
D. Clark, New York City, assistant 
director, were reelected to those 
offices. 

Directors retiring from office were: 
Mr. Smith. T. J. Seitz, Auto-Wheel 
Coaster Co., Inc., N. Tonawanda, 
N. Y.: Foster H. Parker, Parker 
Bros., Inc., Salem, Mass. and F. W. 
Gilbert, The A. C. Gilbert Co., New 
Haven, Conn. 








SAFE! 


PRIME 
builds for 


your 


future .. 


— with Electric 
Fence Controllers 
and advertising 
that stand by you 


By building the best electric 
fence controllers we know 
how to make (and we’ve 
built many thousands in the 
past ten years), we are try- 
ing to help you build a solid, 
steady business you can be 
proud of in the years to come. 


And by advertising consist- 
ently to farmers (our in- 
creased 1944 program will 
be announced shortly) we 
are working to make your 
selling job easier and more 
profitable in 1944, 1945 and 
for many years after. 

By offering both high-line 
and battery models, through 
leading jobbers — and onl 
through jobbers — we think 
we provide the key to your 
success in this business. Ask 
your jobber why “it pays to 
depend on Prime” T-6 


The Prime Mfg. Co. 


Milwaukee Wisconsin 





Prime High- 
line controller, 
approved by 
Underwriters’ 
Laboratories 
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Drills Faster 


In Masonry 
and Concrete 


PAINE 


“SUDDEN 
DEPTH” 


Drill Bit, 
Carboloy Tipped “J 


These revolutionary Drill Bits are saving 
man-hours on the drilling of anchor, 
cable, conduit and pipe holes in 
masonry and concrete, also routing for 
rafters. They are quieter and last longer. 
Can be used in any rotary drill (slow 
speed). Available in sizes from 3/16 in. 
through 1! in. diameter (graduated in 
1/16 in. sizes) all having a maximum 
Y-in. shank. 
Ask your Jobber and write for Catalog. 
THE PAINE CO. 

2963 Carroll Ave. Chicago 12, Ill. 
Offices in Principal Cities 


‘PAINE - 








and HANGING DEVICES 














RIDSMEL 


FOR AN EXTRA PROFIT BONUS! | 


Join the increasing numbers of lively | 
dealers who are teaming up Ridsmel 
with paint—and cleaning up 
extra profits. Now — with 
Ridsmel — paint smell is 
banished before it starts. 25¢ 
size good for average apart- 
ment. 











Display a carton on your counter. 
Sample order: 3 doz. 25¢ bet- 





tles, $5.40, F. 0. B., N. Y. 


=oerer CE Oe 
HOLLEY CHEMICAL COMPANY 
122 East 25th Street New York 














By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


* * * 


PERMISSION TO PRODUCE 
64,000 domestic electric ranges of the 
three-burner, apartment house type in 
1944 is expected to be granted to manu- 
facturers in areas where labor and 
facilities are available, WPB announced 
recently. An order setting forth the 
regulations governing such production 
will probably be issued at an early 
date. 

The ranges will be produced under a 
special emergency program designed to 
meet the most essential needs of the 
armed services, hospitals, and Federal 
Public Housing Authority and Federal 
Housing Administration public housing 
projects and to provide essential re- 
placements for civilians who have been 
or are now using electric ranges. 


Production at the rate of a maximum 
of 16,000 electric ranges per quarter 
would be about 10 per cent of the 1941 
production rate. This number of 
ranges will not satisfy all the demands 
built up as a result of the long dis- 
continuance of production and virtual 
disappearance of inventories, but it is 
expected to take care both of essential 
war needs and of essential replacement 
demands in cases where existing elec- 
tric ranges are beyond repair or have 
been moved to another location. 

Distribution of ranges that can be 
made available for retail sale to civili- 
ans will be strictly controlled. For the 
time being, ranges will be transferred 
to the armed services, hospitals, and 
housing projects in the customary 
manner, upon submission of written 
application en Form WPB-1319, ap- 
proved on the basis of essentiality of 
need. Should future developments make 





it necessary, the existing procedure may 
be revised. 


A manufacturer’s eligibility to par- 
ticipate to the emergency program will 
be dependent upon his ability to pro- 
duce electric ranges with a minimum 
drain on facilities and manpower 
needed for direct war work. Conse- 
quently, only a small proportion of the 
24 former electric range manufacturers 
will be authorized to produce ranges 
under this plan. 


x * 


WPB HAS RELEASED approxi- 
mately 3,000,000 lb. of fabricated cop- 
per and copper base alloy parts for use 
in the manufacture of builders’ finish- 
ing hardware, cabinet locks and pad- 
locks. Action was taken through issu- 
ance of an amended version of Sched- 
ule I of Order L-236, which permits the 
use of such fabricated parts as were 
held in inventory on Nov. 30. 

Such parts, however, may be used 
only for items conforming to the simpli- 
fied practices established by the 
schedule. Permission to use parts in 
the manufacture of non-conforming 
items must be secured through appeal. 
Formerly copper and copper base’ alloy 
parts in inventory could be used only if 
10 per cent or more of their total 
weight was other metal. 

The amended schedule also adds a 
few items to Tables I through XV, 
which enumerate the sizes, types, 
grades, finishes, etc., that may be man- 
ufactured. Simplified practices as 
established by the amended schedule 
were effective Nov. 30. 


xe 


APPARENTLY A _ REFLEC- 
TION of poor scheduling of compo- 
nent parts, WPB has announced a pro- 
gram calling for the redistribution of 
1,200,000 new brass and bronze valves 
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having a value of approximately $3,- 
500,000 through normal channels. 
WPB said that the program is de- 
signed to meet urgent demands for the 
valves and to conserve manpower 
needed to manufacture new valves. In 
redistributing the valves manufacturers 
will review lists of surplus valves re- 
ported to WPB. Reports will be made 
on Form WPB-3311. 

Surplus valves are defined for pur- 
poses of the program to be (1) all new 
brass and bronze valves held for con- 
struction in excess of the number that 
will be required by the present owner 
during the five months following his 
receipt of Form WPB-3311 to meet 
scheduled deliveries or contract com- 
mitments or orders now on his books 
and (2) all brass and bronze valves 
held for MRO in excess of the maxi- 
mum quantity actually used by the 
owner for MRO in any period of five 
consecutive months during the past 24 
months. However, holders of surplus 
inventory having a current value of 
less than $100 need not report it on 
WPB-3311. 

Surplus valves held by a Government 
agency which are required by another 
Government agency will be moved di- 
rectly from one to the other following 
established Government transfer pro- 
cedure. In cases where private parties 
are concerned, the movement of valves 
will be effected through the Metals Re- 
serve Co. with the cooperation of the 
brass and bronze valve industry. 

Metals Reserve will pay the holder 
of surplus valves his purchase price for 
them, plus 5 per cent for packaging if 
special packaging for return of valves 
is required. Metals Reserve will then 
sell them to a valve manufacturer in 
order that he may fill orders on his 
books with them. The sale to the man- 
ufacturer will be at a discount that 
will be sufficient to cover his cost of 
handling, repairing, adjusting, or per- 
forming other minor services on the 
valves to bring them up to specifica- 
tions for his orders. 


x kk 


THE METHOD of earmarking cer- 
tain percentages of specific items for 
civilian distribution may be extended 
to include all needed items if current 
plants in WPB are completed. A con- 
templated order would set aside a defi- 
nite percentage of each manufacturer’s 
output of the needed item. This is 
just another indication that WPB is 
thinking along the lines of mid-war 
conversion, and will soon permit step- 
ped-up civilian production programs. 

A lot of this production will be due 
to military production cut-backs, and in 
the outset of the reconversion job OCR 
will have to tread lightly so as to insure 
an equitable plan. 


x kk 


MANUFACTURERS OF AS- 
PHALT SHINGLES, asphalt roll 
roofing, asphalt siding, 
shingles, asbestos siding, or cork board 


asbestos 
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may use the MRO symbol to purchase 
steel nails to be delivered along with 
such products to be used in applying 
them, WPB announced recently, if 
orders for such nails call for delivery 
to the manufacturers after Dec. 31. 

This ruling, contained in Direction 
14 to CMP Regulation 5, provides that 
the MRO procedure may not be used 
by such manufacturers to purchase more 
nails than are needed to apply the prod- 
ucts delivered nor may such manufac- 
turers increase the amount of steel nails 
delivered with any unit of such prod- 
ucts over the quantity delivered with 
such unit during the year 1943. 

After Dec. 31, any manufacturer who 
can purchase his steel nail requirements 
under Direction 14 to CMP Regulation 


‘5, must not get them under Order 


M-21-b-2 relating to steel warehouses 
and dealers or under any other order or 


regulation of WPB. 
x & & 
THE PADLOCK PROGRAM for 


civilians has been temporarily side- 
tracked in WPB. The survey is still 
being conducted and reports have not 
yet been completely tabulated. 

Rather than set aside a specific per- 
centage of padlocks for distribution to 
civilian outlets the order now under 


t 


| 
| 


consideration by OCR will provide for | 


the raising and lowering of quotas to 
meet any emergency situation. 


x & 2 
SEVERAL MINOR CHANGES 


in Order L-185, water heaters, have 
been announced by WPB. Primarily, 
the changes were aimed at bringing 
definitions of L-185 in line with other 
WPB orders. Since “water backs” are 
parts of stoves, and, as such, are con- 
trolled by L-23-c, the reference to these 
items has been deleted from the defini- 
tion of “direct fired water heater” under 
L-185. 

Under the amended order, all hot 
water storage systems have been brought 
under the jurisdiction of the Plumbing 
and Heating Division. Previously, only 
domestic hot water storage systems were 
controlled by the order. For the pur- 
pose of eliminating the possibility of 
an incorrect interpretation, the defini- 
tion, of copper coils and tubular units 
which are permitted under the order 
has been clarified. 


= & 


AL THOUGH DIRECTIVES 
THAT PROHIBIT THE USE OF 
BRASS in the manufacture of radiator 
valve bodies will not be withdrawn prior 
to Dec. 31, WPB has announced that 
these directives may not be renewed 
when they expire on that date. Manu- 
facture of radiator supply valves may 
then be resumed within the limits of 
material available. 

Since certain sizes of radiator valves 
are now being manufactured of sub- 
stitute material and since resumption 
of the use of brass and consequent 


manufacture of additional sizes will 


Fine Tools 
by 


VAUGHAN 


Zz 


For Srventy-Five Years . 
the production of Fine Tools has 





been our one aim. Only such 


continuéd experience makes pos- 


sible the outstanding features — 


and high quality found in 
Vaughan Tools, that result in 
more work lee fatigues war- 
time necessity. 

_ Vaughan's Comiplate line is 
found in every branch of industry 
today doing its job—and helping 
toward Victory tomorrow. — 


Fine Tools Are Ammunition 






Today more than ever before—tools 
Vaughan Tools are built of top 
should be 


Pres ee aime Lat abariber spor g ve 
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IN THE SPOT LIGHT | 


YEARS | 






Nearly a cen- 
tury of speciali- 
zation has made 








“Brooks for Hooks” 
the hardware dealer’s guide 

to quality wire products the 
length and breadth of the land. 


M. S. BROOKS & SONS 


BOX "'S CHESTER, CONN. 


Since 1848 


“BROGKS HOOKS” 





CL 


/pPERS 


A COMPLETE LINE 
ASK 


TS Years’ Ryoulaliors Your 
ix he Trade JOBBER 


AMERICAN SHEARER MFG. CO, nasnua, mn. 


@a) KEY BLANKS 





ey f 

rom 
ii “America’s Largest Exclusive 
’ Locksmith Supply” 


In ordering, use any stand- 
ard manufacturer's number. 
if the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 


ANSO 
— 7 OY 


ESTABLISHED 1888 











m& Priority required. Consult your jobber 


HANSON SCALE CO., Chicago 








lesscn the demand for the substitute 
types, manufacturers were cautionéd by 
WPB to avoid excessive production of 
valves made of substitute material. 

Proposed changes in Schedule VIII 
of Order L-42, now under consideration, 
would lift some of the restrictions on 
the manufacture of vapor and vacuum 
heating specialties, according to WPB’s 
Plumbing and Heating Division. 

It was pointed out, however, that 
manufacturers should not infer from the 
proposed lifting of some of the restric- 
tions on the use of brass in radiator 
valve bodies, that the supply of brass 
foundry products is plentiful. The 
manufacture of radiator valves will be 
limited by the amount of brass foundry 
products that can be obtained under 
CMP for production of this equipment. 


Manufacturers wishing to make 
radiator supply valves should file a 
CMP-4B application for the controlled 
materials that he desires to have al- 
lotted to him for this purpose for the 
first quarter of 1944. 


x ** 
PREFERENCE RATINGS below 


AA-2 for pure titanium dioxide, used 
as pigment in the production of paint, 
were voided Dec. 6 by WPB except on 
military orders. The purchaser is re- 
quired to certify to military orders, thus 
validating whatever rating the purchase 
carries. 

Non-military orders not bearing an 
AA-2 rating are to be filled as non-rated 
orders to the extent that supplies are 
available, according to Order M-353. 





The Dean's Page 


(Continued from page 52) 


you somewhere but up to now it 
hasn't hit this kid, but it has come 
within inches—pretty uncomfortable 
feeling. When they come in right 
there where you are living and still 
miss you, it really makes a Christian 
out of you. 

“‘t helped pack some of the fel- 
lows’ stuff who went down the other 
day, and it was pretty tough. Ran 
across two unfinished letters to two 
different families that the fellows 
were writing before they went down. 
I don’t care how hard you are or 
what you have been through, it is 
rough when you lose one of your 
best friends. I have lost quite a 
few, but when they knock down 
your roommates it kinda hits home. 
| have made up»my mind that the 
only way they can stop me is to hit 
me in the head.’ 


“*February 15 


“*Well, the pillrollers have clip- 
ped my wings. I am grounded for 
awhile. On the last raid over the 
Fatherland my lamps started leak- 
ing—some kind of pus started run- 
ning out of my eyes—nothing seri- 
ous, and by the time you receive this 
letter, T'll be going again. They 
can’t keep a good man down. The 
“docs” have a long word for it—but 
they said it will cure up in a week. 

“Incidentally, the last raid I 
went on qualified me for the Air 
Medal, so I guess I will be getting 
that some of these days. It ranks 
second in the way of flying medals. 
The Distinguished Flying Cross is 
the tops” you can get for flying. 
However. one fellow in our squad- 
ron has been recommended for the 


Distinguished Service Cross, which 
is second only to the Congressional 
Medal of Honor. He certainly de- 
serves it for what he did one day.” 


“*February 21 


“*You remember the three fellows 
we had to dinner in Syracuse—Jen- 
kins, Burman and Benson. Well, 
Benny and myself are the only two 
left. I think I told you about Jen- 
kins, and now Burman is gone. We 
lost two of the finest men there was 
in the business. I went over again 
since my last letter and that is an- 
other one to my credit, and another 
one that I won’t forget. 

“ ‘Tt sure won’t seem right without 
all the keymen here. We four al- 
ways went together everywhere. If 
something happens to Benny, I 
think I will just throw in the towel. 

“One fellow here actually saw 
his brother go down, so you can 
imagine how he feels. Just seeing 
Burman was enough for me. If I 
ever saw Bob or Jim go down, I don’t 
know what I would do. I hope Bob 
never gets the idea that he is a “hot 
pilot” because it will be the end of 
him if he does. 

“T have been here almost four 
months and according to the rules I 
have only 14 more months to go. 
How they expect a man to live 
through 18 months of this stuff, is 
beyond me. But I am going to take 
a stab at it. They can’t say I didn’t 


try. My eyes are clearing up okay 


and the Doc has given me the “all 
clear” sign, so now I am back on 
Operations. A “show,” a “raid,” a 
“mission,” and an “operation” are 
all the same thing. Also another 


HARDWARE AGE 








Dd | 








lled 
al- 


the 


ich 
ial 
le- 


ws 
n- 
ll, 
NO 
= 
Ve 


as 


er 


ut 





DECEMBER 23, 





7 New 
BETTER BRAND 





see the 


HOME GUARD 


wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 





















Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 

“Who 
He'll be 


in, write to the 
Makes It” Editor. 


glad to serve you. 
HARDWARE AGE 
100 East 42d St, New York City 





name for it is Cook’s Tour; that is 
| when you go “stooging” all over 
those countries 


some of pretty 


good.’ 


“*March 3 

“It seems as though every time 
I write I must include some sorrow. 
Well, this letter will not be any dif- 
ferent. We have now lost Benny. 
He was the blond haired fellow with 
the moustache, who had dinner with 
us that night. Hugh Ashcraft and 
myself are the only two left out of 
our whole bunch. Benny was un- 
| doubtedly the finest fellow I have 


| 
| 
} 
| enemy territory. I’m getting to know | 
| 
| 
} 





ever met and ever hope to meet. 


They didn’t come any better. 

***Everyday I think of you at home 
and how wonderful you all are, and 
then I start thinking of other fel- 
lows’ homes—like Jenks, Hank, 
Benny and Major Tom—I don’t 
| think you have to ask them what 
| they think of this war.’ 


“Then on March 14 a telegram | 


reached our home stating: 
| “*The Secretary of War desires 
| me to express his deep regret that 
| your son has been reported missing 
>” And so on— 


| in action. 


“Later came word that the Fort- | 


ress went down in action 10 miles 
| off the coast tf England in distress 
as the result of enemy action while 
| participating in a Mission. 
“And then further word that the 


fine fellows and there was sadness 
in homes in Lawton, Okla., Demo- 
polis, Ala., Oklahoma City, Cisco, 
Texas—Burley, Idaho, Creve Couer, 
Ill., Harrison County, West Vir- 





Ark., the homes of Tom’s 


whose names I[ know.” 


> = 


I have a rendezvous with Death 
At some disputed barricade. 
Alan Seeger 


* * * 


Sun set and evening star, 
And one clear call for me! 


And may there be no moaning of 
the bar 
When I put out to sea. 
* * * 


Twilight and evening bell. 
And after that the dark! 
And may there be no sadness or 
farewell 
When I embark. 
Tennyson 
* * * 
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Tom Stein has become a part 
of the Glory of America! 


rescue ship found none of those 10 | 


ginia; Chestnut, La., and Lincoln, | 
crew, | 


































HOUMA 


Gas beaters 
FOR LASTING QUALITY 


Post-war research data reveals that the greater 
part of war savings and "pent-up" buying 
power will ke used for building new homes 
and purchasing new household equipment. 


| This evidence points to a huge market for 


America's most popular gas heaters—Temco 
and Circu-Ray. 


| Compare these outstanding features and plan 


now for satisfied customers and 
| ness by 


repeat’ busi- 
Circu-Ray Gas 


selling Temco or 


| Heaters: 


- 


* A size and model for every heating require- 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 

Beautifully desiqned cabinets finished ii. 
porcelain enamel, “the lifetime finish." 
Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 
ficiency and economy. 

Automatic controls provide a constant, 
healthful temperature at all times. Avail- 
able as optional equipment on all models. 
A.G.A. approval—your customers will recog- 
nize the seal of the American Gas Associa- 
tion Laboratories as the symbol of efficiency 
and high standards of safety. 


Tennessee Enamel Mfg. Co. 
Nashville 9, Tennessee 
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And Still Available for Hardware Distribution 


Plastic Coat Hook 


Made of cellulose acetate butyrate, 
this coat hook is said to have good 
weathering resistance, low moisture ab- 
sorption and high impact strength. It 





has a high gloss finish, and is said to 
withstand a load of 280 Ibs. Sold to 
jobbers only. Packed 72 to a box, 10 
boxes to the carton. Fair Furniture Co., 
1197-1211 McCarter Highway, Newark 
2, N. J. 


Skilsaw Catalog 


“How To Get The Most From Your 
Portable Electric Tools” is the title of 
a large special section in the new Skil- 
saw catalog. Designed to serve as a 
handy guide to greater production, and 
longer tool life it contains many il- 
lustrations and valuable suggestions on 
the care and operation of portable elec- 
tric tools. Carries complete data on, 
and working illustrations of, portable 
tools used in war production and con- 
struction. Copies may be obtained upon 
request. Skilsaw, Inc., 5033-43 Elston 
Ave., Chicago 30, Ill. 


Lighting Handbook 


Designed as a practical guide and 
working reference book for lighting en- 
gineers, designers, architects and build- 
ers, the handbook contains a series of 
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charts which coordinate room index, 


fixture efficiency and coefficient of util- 


ization curves. Charts cover industrial 
and commercial fluorescent and incan- 
descent lighting. Divided into two parts. 
Chapter headings in the first part in- 


clude, lighting terms and measurements, 


recommended levels of illumination, in- 
terior lighting design calculation, and 
interior wiring for lighting. The second 
half of the book is devoted to specific 
lighting applications and covers store, 
office, school, ete. It is case-bound, with 
a leatherette cover. Westinghouse Lamp 
Division, Bloomfield, N. J. 


DcAll Booklet 
No. 102 


Entitled “Production Today with 
DoAll Products,” this 36 page booklet 
shows a complete line of new industrial 
tools under the DoAll name. Included 
among these tools are cutting lubri- 
cants, coolant oils, speed controls, pre- 
cision measurements and _ industrial 
training facilities, also hydraulic presses 
and powdered metals! The booklet is 
completely illustrated and describes all 
tools mentioned. Contains a_ section 
which tells about the DoAll trade school 
for men and women. DoAll Service Co., 


1201 Thacker St., Des Plaines, Ill. 


Power Grinders 

PS-85, heavy duty power grinder for 
use on farms, garages and shops. Can 
be run with a “4 h.p. electric motor 
with recommended speed 1750 to 1800 
rpm. Bearings, made of high grade 
babbitt, 3 in. long, base, 7 by 11 in., 
and combination “V” and flat face pul- 
ley—2™% by 4% in. Grinding wheels, 8 
by 1% by % in. PGS-850, and PGS. 
1050 are equipped with safety wheel 
guards, finished in home _ workshop 
gray. For factory, garage and farm. 
Bearings, high grade babbitt—3 in. long, 
base, 6 by 9% in., combination “V” 
and flat face pulley—2% by 4% in. 
Grinding wheels of PGS-850 are 8 by 
1% by % in., and those of PGS-1050 
are 10 by 1% by % in. General Hard- 
ware Co., Milwaukee, Wis. 


Skin Protector 


Called CSC Protector is non-sticky, 
white and greaseless, according to the 
maker. Said to be safe for sensitive 
skin and to have no drying effect on 





the skin. Used by women war workers 
as it eliminates permanent griming 
and grease-staining of the hands and 
nails. Maker states that hands covered 
with the protector will not leave stains 
or smudges on tools, papers, or metals. 
Said to guard the hands for four to five 
hours after application. Available in 
8-oz. jars and in the economy-sized 
gallon jar. Commercial Solvents Corp., 


17 East 42d St., New York City 17. 


A Correction 


In an illustrated editorial description 
in the Nov. 25 issue, it was incorrectly 
stated on page 105, that the combina- 
tion gas range, and kitchen heater, 
model 37-43, manufactured by the Glen- 
wood Range Co., Taunton, Mass., was 
30 inches wide and 37 inches high. The 
range is 37 inches wide, and 30 inches 
deep from front to back. 


Westinghouse Booklet 
On Home Ironing 


Entitled “Modern Home Ironing,” the 
subjects covered in the booklet include: 
the basic principles and technique of 
home ironing, how initial laundering 
processes affect ironing, how to avoid 
damaging fabrics which are weak when 
wet, and how to care for fabrics and 
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The Chicago “V’’-Belt 
Palley Display 








will help 
You 
make Sales 


A $15.00 
Value 
for Only 
ms $7.20 


Au» Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 
All pulleys are for “A” belts 
and come in 4” and 5%” bores. 
The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 


sizes. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St., CHGO. 12, ILL. 














ome 













(WHERE'S WHAT ) 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
use. Will not shrink. 


WATER 
PUTTY 


WILL NOT SHRINK 








STICKS AND STAYS DUT Sticks and stays put. 
1 * 













Your jobber con give immedicte 
delivery on Durhem's Rock-Herd 
Water Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cons to cose. 
Also available in 25, 50 and 
100-Ib drums for industriel users. 


DONALD DURHAM CO. 
Des Moines lowe 


Makers of NATIONAL HARD-WEAR WAX 











You'll find REAL 


Sales Representatives ad- 
vertising in the Sales Ac- 
counts Wanted Columns 
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laundry equipment to make them last 
longer. For quantity orders of the 
booklet, the charge is five cents for each 
one. Westinghouse Consumer Educa- 
tion Dept., Westinghouse Electric & 
Mig. Co., Mansfield, Ohio. 


Runabout for 
Children 


Self-propelled runabout for 
sters two to six years of age, designed 
along airplane lines. It is guided by a 
hand and foot bar connected to the 
front wheels. Airplane “wings” are at- 


young- 


tached to the “fuselage,” and the third 


wheel is placed immediately below the 





Made from hardwood, it is 
finished in red, white and blue enamel. | 
Tennessee Valley Associates, Nashville, | 
Tenn. 


“rudder.” 


Stove Makers Foresee 
Brighter 1944 


(Continued from page 76) 


Works, Inc., Atlanta, Ga., and Fos- 
kett Brown, president, Gray & Dud- 
ley Co., Nashville, Tenn. 

Alternates are: Walker Leach, 
treasurer, Glenwood Range Co., 
Taunton, Mass.; M. F. Cotes, vice 
president, Duo-Therm Division, Mo- 
tor Wheel Corp., Lansing, Mich.; 
Sheldon Coleman, executive vice 
president, Coleman Lamp & Stove 
Co., Wichita, Kan.; R. D. Nugent, 
president, Round Oak Co., Dow- 
agiac, Mich.; B. A. 


dent, Agricola Furnace Co.. Gads- 


den, Ala.; S. J. Price, vice presi- | 


dent, Birmingham Stove & Range 


Co., Birmingham, Ala.; Jennings B. | 


Gordon, president, Southern Co- 


operative Foundry Co., Rome, Ga., | 


Caldwell, 
Works. 


and L. H. 
Tennessee Stove 
nooga, Tenn. 
Pacific coast and mid - Atlantic 
elections will be held by mail. 


president, 
Chatta- 








Nagelvoort, } 
| president, Renown Stove Co., Owos- | 
so, Mich.; C. Ackerson, vice presi- | 


PERFECT COTTER PINS 
WN 





PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %”" to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


|| SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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Large Economy size retails for 
$1.00. Makes 25 gallons. Im- 
proved, scientific, soluble-crys- 
fal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
®@ Simple to use. © Odorless, non-inflammable, 
non-explosive, © Contains no soap, animal fat, 
acid or other harmful ingredients. ¢ Harms noth- 
ing which cold water will not harm. © Restores 
original sparkle and brilliance to colors. @ Keeps 
hands smooth and soft. @ gly ico! 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL'S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 

































EALERS! 
oan From Your 


Jobber 
or Write Direct 





THE DRI-KLEEN COMPANY 
325 West Huron Street, Chicago 10, Illinois 
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hk for the irm-and-Ha 


ARMSTRUNG BROS. 








IDEAL CHAIN TONGS 


For Pipe, Fittings and Flanges 


The JAWS have straight teeth for pipe, and 
V shaped teeth for fittings. Drop-forged from 
special high carbon steel carefully milled, 
heat-treated and hardened for toughness 
and lasting qualities. 

The HANDLES are forged from spring steel 
heat-treated to give the required stiffness. 


The CHAINS are proof-tested 








a» Write for catalog C-39a for 
complete showing and descrip- 
tion of Armstrong Pipe Tools. 


ARMSTRONG BROS. TOOL CO. 
The Tool Holder People 

314 N. FRANCISCO AVE CHICAGO, U.S.A 

Eastern Warehouse & Sales: 199 Lofayette St., New York 








MACHINE SHOP CHISELS 


GUARANTEED 2 FOR 1 
OXFORD TOOL COMPANY 
G. G. CAMPBELL, Pres. 

1633 N. 2nd Street Philadelphia, Pa. 








THEY FY PULL—CLINCH—-HOLD 


The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18) Il. 


TROY 


3 
PATENTED 0), 


FILE HANDLE (Patented) assures better workman- 
ship and safety to user. 


—_ 


FILE — ~ files, taps, and dies quickly 























TROY FILE WORKS 
Troy, Est, 1837 N. Y. 
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Coming Conventions 
and Events 


Corrected According 
to Latest Data 


Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 17-19, 1944, at 
the Hotel Sherman, Chicago, Ill. E. G. 
Lindquist, 1319 S. Michigan Ave., Chi- 
cago, Ill., is secretary. 


American Hardware Supply Co., 
annual convention, Jan. 24-25, 1944, at 
company headquarters, 41-43 Terminal 
Way, South Side, Pittsburgh, Pa. Wil- 
liam M. Stout is general manager. 


Bicycle Institute of America, 
Inc., annual meeting, Jan. 26, 1944, at 
the Roosevelt Hotel, New York City. 
With this organization are affiliated the 
Bicycle Manufacturers Ass’n_ of 
America, Cycle Parts and Accessories 
Ass’n, and the Cycle Jobbers Ass’n. 
Cecile Meehan, 122 East 42nd St., New 


York City, is executive secretary. 


California Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1944, at San Francisco, Cal. Head- 
quarters and sessions at the Whitcomb 
Hotel. Le Roy Smith, Room 237, 417 
Market St., San Francisco, Cal., is 
secretary. 


Illinois Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
Feb. 22-23, 1944, at Chicago, Il]. Head- 
quarters, sessions and exhibit at Sher- 
man Hotel. C. G. Gilbert, 1455 Mer- 
chandise Mart, Chicago, IIl., is secre- 
tary. 


Indiana Retail Hardware Associa- 
tion, annual convention, Jan. 25-26, 
1944, at Indianapolis, Ind. Head- 
quarters and sessions at the Hotel 
Lincoln. G. F. Sheeley, 333 N. Penn- 
sylvania Ave., Indianapolis, Ind., is 
secretary. 


Iowa Retail Hardware Association, 
annual convention, Feb. 8-11, 1944, at 
Des Moines, Iowa. Headquarters, ses- 
sions and exhibit at Hotei Fort. Philip 
R. Jacobson, Mason City, Iowa, is sec- 
retary. 


Kentucky Hardware and Implement 
Association, annual convention, Jan. 
26-27, 1944, at Louisville, Ky. Head- 
quarters, sessions and exhibit at the 
Kentucky Hotel. J. M. Stone, 315 
Kentucky Hotel, Louisville, Ky., is 
secretary. 


Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 18-20, 
1944, at Minneapolis, Minn. Head- 
quarters, sessions and exhibit at Radis- 
son Hotel. C. J. Christopher, Nicollet 
at 24th St., Minneapolis, Minn., is 
secretary. 


Nebraska Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1944, at Omaha, Neb. Headquarters 
and sessions at the Fontenelle Hotel. 
C. A. McCoy, 325 Insurance Building, 
Lincoln, Neb., is secretary. 





New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 29-March 1, 1944, at Boston, 
Mass. Headquarters, sessions and ex- 


hibit at Hotel Statler. Russell R. 
Mueller, 189 Dartmouth St., Boston, 
Mass., is secretary. 


New York State Retail Hardware 
Association, annual convention, Feb. 
89, 1944, at Syracuse, N. Y. Head- 
quarters and sessions at the Syracuse 
Hotel. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 


North Dakota Retail Hardware 
Association, annual convention, Feb. 
16-17, 1944, at Fargo, N. D. Head- 
quarters at the Hotel Gardner, sessions 
at the Town Hall. Clarine Sherwood, 
21 Clifford Building, Grand Forks, 
N. D., is secretary. 


Ohio Hardware Association, annual 
convention, Feb. 15-17, 1944, at Colum- 
bus, Ohio. Headquarters and sessions 
at Deshler-Wallick Hotel. John B. 
Conklin, 175 S. High St., Columbus, 
Ohio, is secretary. 


Oklahoma Hardware and Implement 
Association, annual convention, Jan. 
20-21, 1944, at Oklahoma City, Okla. 
Headquarters and sessions at the Skir- 
vin Hotel. Charles F. Nelson, 711 
Wright Building, Oklahoma City, Okla., 
is secretary. 


Pennsylvania and Atlantic Sea- 
board Hardware Association, annual 
conventions, Feb. 15-16, 1944, at Phila- 
delphia, Pa. Headquarters and sessions 
at the Benjamin Franklin Hotel. Feb. 
17-18, 1944, at Pittsburgh, Pa. Head- 
quarters and sessions at the Roosevelt 
Hotel. W. Glenn Pearce, 400 N. Broad 
St., Philadelphia, Pa., is secretary. 


South Dakota Retail Hardware 
Association, annual conventions, Jan. 
26-27, 1944, at Sioux Falls, S. D. 
Headquarters and sessions at the Cata- 
ract Hotel. Earl Erlandson, Cotton- 
wood, S. D., is secretary. 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 24-25, 1944, at Los Angeles, Cal. 
Headquarters, sessions and exhibit at 
the Elks Club. J. V. Guilfoyle, 509 
Rives Strong Building, Los Angeles, is 
managing director. 


Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 22-23, 
1944, at Nashville, Tenn. Headquarters 
and sessions at the Andrew Jackson 
Hotel. Morris Jones, P. O. Box 784, 
Nashville, Tenn., is secretary. 
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Texas Hardware and Implement 
Association, annual convention, Jan. 
11-13, 1944, at Dallas, Texas. Head- 
quarters undecided. Hugo Swan, 911 
Continental Building, Dallas, is secre- 
tary. 

Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1944, at Richmond, Va. Headquarters 
and sessions at Hotel John Marshall. 
G. T. Omohundro, Jr., Scottsville, Va., 
is secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion, Jan. 17-19, 1944, at Kansas City, 
Mo. Headquarters and sessions at the 
Hotel President. Frank H. Spink, 322 
Scarrett Building, Kansas City, Mo., is 
secretary. 


West Virginia Hardware Associa- 
tion, annual convention, Feb. 7-8, 1944, 
at Parkersburg, W. Va. Headquarters 
and sessions at the Chancellor Hotel, 
Sam H. Diemer, Box 363, Fairmont, 
W. Va., is secretary. 


Wisco Hardware Co., annual con- 
vention, Jan. 24-26, at the company’s 
headquarters, Madison, Wis. J. A. 
Fitschen is general manager and sec- 
retary. 


Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 1-2, 1944, 
at Milwaukee, Wis. Sessions at the 
Milwaukee Auditorium. H. A. Lewis, 
Stevens Point, Wis. is secretary- 
treasurer. 





Only 10.4 Per Cent of Motor Vehicles 
In U.S. Discarded by End of 1943 


F all the motor vehicles in 

operation in this country at the 
end of 1941, totaling 33,720,937, 
only 10.4 per cent will have been 
withdrawn from service by the end 
of this year, although civilian pro- 
duction ceased on Feb. 11, 1942. 
The number of passenger cars will 
have been reduced 11 per cent; 
trucks and buses, 6.6 per cent. 

The percentages are based on an 
estimate of 1943 registrations made 
by Marcus Ainsworth, chief statis- 
tician of the Chilton Company, of 
which HarpwarE AGE is a part, 
and published in the December is- 
sues of its automotive magazines— 
Automotive and Aviation Industries, 
Commercial Car Journal and Motor 
Age. A similar estimate, made last 
year at this time, came within seven- 
tenths of one per cent of the of- 
ficial figures, released several months 
later. 

The forecast estimates 1943 pas- 
senger car registrations as 25,674,- 
665, as compared to 28,842,622 two 
years ago; trucks and buses, 4,553,- 
198, as compared to 4,878,315; iotal 
motor vehicles, 30,227,863, as com- 
pared to 33,720,937. 

The greater part of the decreases 
occurred during this year, as was 
to be expected. In spite of the gen- 
eral predictions two years ago that 
motor vehicle registrations would 
decline from 6 to 10 per cent in 
1942 and that the total this year 
would be at least 10 per cent under 
last year’s figures, the drop in 1942 
was only 4.6 per cent, and the pres- 
ent estimate places the 1943 with- 
drawals at only 6 per cent of last 
year’s total. 

The average age of passenger cars 
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in use in pre-war days was four to 
five years. It is estimated that pos- 
sibly only 23 per cent of the cars 
registered today, or 5,905,000, are 
less than five years old, and the re- 
maining 19,770,000 are five or more 
years old. The figures are regarded 
as embodying a high tribute to the 
durability of American-built motor 
vehicles and the efficiency of Amer- 
ican automotive maintenance men. 





Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on page 46) 


1—Answer—The dealer made $2 
less profit than he had planned. 

2—Answer—The business is pay- 
ing a higher rental than it should. 
Top rental for this business is $1,125 
annually. 

3—Answer—Dealer is making a 
margin of 15.3 pé# cent on these 
sales. Add freight of 50 cents per 
keg and advance over base of 50 
cents to the base price of $2.85 to 
secure cost of $3.85 per keg. Sub- 
tract this from selling price of $4.55 
to secure margin of 70 cents which 
is 15.3 per cent of the selling price. 

4—Answer—Since the salesman 
spends only 80 per cent of his time 
selling, only 80 per cent of his total 
salary should be charged as selling 
expense, or $24 per week. 


5—Answer—The dealer can sell 
the washing machine profitably. 
Selling salaries require only 50 per 
cent of the dollar margin on the line 
which is under the maximum of 55 
per cent established in the problem. 








, ae) 
Solid Steel Rods 


Will Be Back, Better Than 
Ever .. . When Victory Comes 





Right now, Premax Solid Steel 
Rods are not available to the 
dealers and sportsmen... our 
entire facilities being engaged 
in the production of Radio An- 
tennas for the United Nations. 


However, we’ll be back with 
a complete line when Victory 
comes ... a line that'll be an 
even better seller. 


Frhemax Froducts 


Division Chisholm-Ryder Co., Inc. 
4409 Highland Ave., Niagara Falls, N. Y. 


National 


Wationat\ Still a symbol 
M¥G. C0. of fine 
HARDWARE 


















UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
Rive first call to the war effort, and 
whateveravailablehardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is comin?, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 


Wesuppgest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING : + : ILLINOIS 
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FOR VIC TOR Y WAR BONE Ds 
for Defense Construction 


Buy a4 SPRING HINGES 




















The Mow” “NICK @ PULL” | 
WITH PATENT STRING FEATURE : 


: _ IN 22 COLORS 


> WITH THE NEW SMOOTH 
BRILLIANT COLOR§D LEADS 








SPRING HINGES 


Type 2001 
The “Triplex” 


Our more than 50 Years’ experience has given us the approval 
and recognition of the leading Architects and Builders as Manufac- 
turers of Spring Hinges of Quality. We are proud of the fact that 
Chicago Spring Hinges have been used for many of our Country's 
greatest war plants and for ships of our Navy. 


Chiragos Spring Hinge Co. 





Maisdell Pencit Co 


ADEL A PA 


CHICA U.S.A. NEW YORK 





Keep In Touch With The “‘OPPORTUNITIES”’ In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers:and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportanities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd Street, New York, N. Y. 
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A NAME THAT GUARANTEES 


SUPERIOR QUALITY 
BRIGHT WIRE GOODS 


CHAS. 0. LARSON CO. . STERLING, ILLINOIS 
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STERNO in JARS has been merchandized 
with phenomenal success for some months. 
All that is necessary for the consumer to use 
STERNO in JARS is to have an empty 
STERNO can for refilling. 


While most every user has such empty 
STERNO can, in some instances this may not 
be so. 


We, therefore, want your cooperation to 
make it possible for every one to obtain such 
empty can. 


You can do this by suggesting that they can 
obtain one free by writing us direct. 


RETAIL PRICE—Jar 49¢ Far west c 
wings wie vm $4.30 Far West $5.40 


STERNO CORPORATION 


9 East 37th Street New York, N. Y. 


A VITAL MESSAGE TO YOU! 


Caution Bigs 
one me, BOM Mm - Sen. a, | 
Sterno in this glass 
Contents this jar 
same as 
FIVE small Pret ats 


Stor eid 


~ 

Canine ALCOHOL 
For Refilling Purposes Only 
DO NOT BURN IN JAR 


Read Direction Label Carefully: 
Contents 13% 02 No. 4013 Printed in U.S“ 


No. 4013 











Sa 


Also mfg’r’s of 
pure silver inlaid 
glassware... the 
nationaly known 
Maestro line. 
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YOUR DECORATIVE GLASSWARE 
LEADER IN FIRST-OF-THE-YEAR 
STORE PROMOTIONS. 


Satintone’s pleasingly soft finish is a subtle 


blend of 


pastel shades . . . rose, green and 


gold. Occasional pieces, console sets or whole 
table services provide a range of choices that 


will suit every taste and fail within most every 
price bracket. 


Century Melaleraft 
hea i Comp. Peso 21 om 


5960 Broadway 


display room 
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PHILLIPS 
RECESSED 
HEAD 
SELF 
CENTERING 


woobD 
SCREWS 





Supply the increasing demand for these mod- 
ern screws which we are licensed to manufac- 
ture. The tapered recess in the screw head 
fits the tapered point in the driver and the 
screw clings firmly to the driver. The driver 
cannot slip from the recess. All standard 
sizes. Send for Catalog of Screws for Metal 
or Wood, also our varied line of Hardware. 


Government restrictions prevent us filling orders on 
certain lines. “Our Country first”—you understand! 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 
Ee. SOUTHINGTON, CONN. fi; 


























The satisfactory service Brown & | 
Sharpe Clippers give continues year | 
after year—shows | 
clearly the high quality 
of their manufacture. 







‘ 
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BROWN & SHARPE 
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REAL sales representa- * 


tives advertise in the 
"Sales Accounts Wanted” 
columns of the classi- 
fied advertising section 


. HARDWARE AGE. 
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MAKE SURE 
OF 
MORE BUSINESS 
NOW! 
USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 
the following lists:— 


Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $19.00 


Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $10.00 per M. 


Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $10.00 per M. 


Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $10.00 per M. 


Hardware Retailers (Complete List). 
For $9.00 per M. 
Lumber Yards. 
For $10.00 per M. 
Department Stores handling Hardware 


and Housefurnishings. 
For $10.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names and less than 10,000 
are purchased, the price is $11.00 per M names; 
when less than 2000, $13.00 per M. 


All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 75¢ per M for the cards. 


We also do addressing and mailing of circular 
matter at reasonable rates. 


Ask for Details 


HARDWARE AGE 


Direct Mail Addressing Dept. 
100 East 42nd St. New York 17, N. Y. 
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TO THE B 
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AUTOYRE 


MANUFACTURERS OF BATHROOM AND KITCHEN 
ACCESSORIES. NOW 100% 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 


IN WAR PRODUCTION 





Until R/M Woven Glass and woven asbestos wicking can be had 
again, R/M Tri-Ply Wicking will do...and do very weil. Here’s why: 
1. Hard outer ply resists wear and tear. 
2. Middle layer of crimped asbestos felt sends fuel 
racing-to-the-rim. 
3. Inner layer of soft asbestos paper keeps fuel-supply 
uniform. 
4. Rippled construction permits wick to be rolled without 
buckling. ; 
5. Tri-Ply construction effects complete fuel-vaporization. 


R/M Tri-Ply Wicking comes 7%”, 1”, 1%”, and 144” wide — SIX FEET 
TO THE BOX, 12 boxes to the carton. Also in cartons of 100 feet. 
Ask your jobber. ° 


M RAYBESTOS-MANHASTAN, INC. 


NORTH CHARLEST 


4 
—_ 


MANHEIM, PA 














(Moctelt. 


Hodell, in war as in peace, is a specialist in producing chain 
assemblies with or without attachments—assemblies that 
cover the widest range of sizes and uses. If wartime produc- 
tion presents chain problems, let Hodell engineers help 
you. Send blueprints for estimate. 





MILWAUKEE | 
WROT WASHERS: / / 


“Wold YOUR Needs! 


® Standard Washers 

© S. A. E. Washers 

® Riveting Washers 

® Light Steel Washers 

© Square Washers 

© Machinery Bushing Washers 
© Carriage Washers 

© Brass Washers 


© Lock Washers 

© Shakeproof Lock Washers 
® Malleable tron Washers 
© Split Repair Washers 

© Fibre Washers 

© Expansion Plugs 

© Screw Machine Products 
© Stampings 


WROUGHT WASHER Mec. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 





THE 


BARR 


RUBBER 


PRODUCTS 


OHIO, U.S.A. 


AFTER VICTORY NEW 
TECHNICAL KNOWLEDGE 
AND EXPERIENCE WILL BE 
UTILIZED TO OFFER YOU 
FVEN FINER MERCHAN- 
DISE BY BARR. 


* = 


IN THE FIGHT 
100 PERCENT! 


WE CONTINUE TO SERVE 
YOU— THROUGH UNCLE 
SAM, EXCLUSIVELY. OUR 
PRODUCTS ARE OF THE 
SAME HIGH QUALITY. 








THE LEADERS FOR OVER 73 YEARS 
Red Devil Glass Cutters and other glaziers’, 
painters’ tools and machines are designed to the 
times—there's no substitute for quality. 

Send for Catalog 18 
LANDON P. SMITH, Inc., Irvington, N. J., U.S. A. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word ...... ee .08 


Positions Wanted 


Special e set solid, maximum, 
ee te ererereeee ves $1.00 


‘Each additional OU ska ae 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 


Ge FE acc cnnscscscsses« ooneoue - $6.00 
Each additional inch......... 4.00 


DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 


Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency of stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
Previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 




















Essential Workers Need Release Statements 








WANTED 
BOLTS — NUTS — RIVETS 
SCREWS — WASHERS 
Submit Your Lists of Surplus Material to: 


L. SALZINGER 


997 Broadway, Brooklyn 21, N. Y. 








WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 
MILTON HARDWARE CoO. 
OXFORD, PA. 

We also buy factory closeouts, 
surplus or discontinued items. 











— 


LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE BY EXPERI- 
ENCED SALES ORGANIZATION ... oe 
TON SHOWROOM AND V4 ante * 
DUN & BRADSTREET RATED .. 
FOR POST WAR NOW. ADDRESS PERKINS 
SALES CO., 610 NEWBURY STREET, 
BOSTON 15, MASS. 





LARGE TOOL MANUFACTURER _inter- 
ested in one or two good salesmen. Should have 
experience in calling on wholesalers or retailers 
for manufacturer. State qualifications — draft 
status, etc.—Statement of availability required. 
Address Box H-306, care of Harpware AGE, 
100 E. 42nd St., New York City 17, N. Y. 





MANUFACTURERS AGENT WANTS A 
LINE on commission basis for West Coast, pret 
erably California. Financially responsible, fifteen 
years’ successful experience. Address Box H-315, 
care of Harpware Ace. 100 E. 42nd Street, 
New York City 17, N. Y 





WANTED — HARDWARE AND HOUSE 
WARES ITEMS. Chicago office, fully equipped, 
including sales force would like to represent man 
ufacturers in the middle West. Firm has operated 
in this market for the past thirteen years. In- 
terested in any Hardware and Housewares items. 
Address all inquiries to Box H-313, care of 
Harpware Ace. 100 E. 42nd Street, New York 
City 17, N. Y. 
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“BB" SHOT, STEEL, COPPER- 
COATED 


Have 15,000 Ibs. to sell or trade for 
all types of small-arms ammunition. 
PENNY ARCADE CO. 

326 St. Paul Pl. Baltimore 2, Md. 











SALESMAN: ENTIRE STATE OF Con 
necticut and Westchester. To sell houseturnis! 
ings and affiliated items for old established repu- 
table firm to hardware and housefurnishings trade. 
Business solicited from route list of active ac 
counts built up over a period of many years. 
Applicant must live in Connecticut, have a car, 
and be draft deferred. Statement of availability 
required. Address Box H-316, care of Harpware 
Ace, 100 E. 42nd Street. New York City 17, N.Y. 


FIRE EXTINGUISHERS are easy to sell 
nowadays. Sales Agents and Distributors wanted 
for popular $3 Dry Chemical Fire Extinguisher 
sold to jobbers, dealers and war plants. House 
hold, Automctive and Industrial units availablee 
Liberal trade discounts. Product established 10 
years. Many fine testimonials. Address—-FIRE- 
KILLER MFG. CO., 106 N. Franklin St., Syra 
cuse, N. Y. 


MANUFACTURERS’ AGENT AND DIS 
TRIBUTORS of Building Specialties, long es- 
tablished in Northern California, desire additional 
lines for present and Post-war periods. Address 
Box H-305, care of Harpware Ace, 100 E. 42nd 
Street, New York City 17, N. Y. 





SALESMAN CALLING ON HARDWARE 
WHOLESALERS in various territories, for fac- 
tory manufacturing a fine line of fibre waste 
baskets. We have been in bifsiness many years 
and have a good following throughout the country. 
Commission. Statement of ayailability required. 
Write giving details and history. Box 528, 
1 Beekman St., New York City. 





WANTED 100 LAWN MOWERS AND 
STEWART hand and electric clippers new. 
Write what you have. Address Box H-3i7, care 
of Harpware Ace, 100 E. 42nd Street, New 
York City 17. N. Y. 











Straight Edge 
RAZORS 


Made by Case-Genco, their highest quality. 
$18 dozen 


GENERAL PAINTS, INC. 
45 Vesey St., New York WOrth 2-2843 








WHETSTONES 
60,000 9-inch German whetstones, 
250 to case. 2¢ each. 


GENERAL PAINTS, INC. 
45 Vesey St., New York. WOrth 2-2843 











DISTRIBUTOR—Interested in acting as dis 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war representation. Address— 





— L. Wolff, 420 Lexington Ave., New York 
ity. 
WELL ESTABLISHED TRAVELING 


SALESMAN 16 years selling the wholesale and 
major hardware dealers from Pittsburgh West 
to Denver and all through the Middlewest desires 
correspondence with a manufacturer in .eed of 
the experience offered. Address Box H-312, care 
of Harpware Ace, 100 E. 42nd Street, New 
York City 17, N. Y. 





JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 
ing and electrical supplies, paints, etc. No stock 
too large or too smal] for our consideration. Get 
our price before you sell. Write Box 500, 1474 
Broadway, N. Y 





MANUFACTURERS AGENT SELLING 
BUILDERS HARDWARE to the New York 
Metropolitan trade, desires to consolidate his 
business with another agent. Address Box H-314, 
care of Harpware Ace. 100 E. 42nd Street, 
New York City 17, N. Y. 
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AMERICAN CHAIN & CABLE COMPANY, Inc., BRIDGEPORT, CON 
. AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA ae 






































































Cata- 
| box 
d by 
other 
days 
Power Centered 
es to ¢ 
to Lick 1001 Jobs 
t On pages 40 and 41 it tells you how 
pt. to use a cold chisel. Pages 42 and 43 
‘ity tell about hand filing. Page 45 tells 
about hack saw blades — and right 
———— through 48 illustrated pages it deals 
with the selection, care and use of metal eRe Z 
working hand tools, including Porter aid 
Bolt Clippers. This book is designed to oe 
make tools do more work on the pro- @ Improved dynamic design (patented) Pate 
a — 8 centibuten to cur gives perfect balance plus unequalled ie a 
° "i : sos emo} 
It is interesting to the experienced me- efficiency for chopping, driving, pull- eo 
chanic and invaluable to the new war ing and ripping. Full force of each blow 
jaye Oe eS ee is focused at point of impact, as in sketch. 
ee: AT aaa ee Stock, display and profit with this 
universally sought and accepted tool. 
H. K. PORTER, INC., National advertising directs 10,000,000 
ality. consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 
Temper Products, Cleveland, Ohio. 
2-2843 
nes, PRODUCTS 
FORKS + RAKES + HOES + AXES » HAMMERS + HATCHETS 
SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 
1- 2843 
as dis- 
shart EASY TO BUY ---STOCK-+: SELL 
stores, ~ 
— 
its. es 
aE DOOR-EASE Siainledd STICK LUBRICANT 
Y J ‘ ‘ F ~ 
w York Add to your profits with this popular 10c item. Quick 
sales ... sure repeats! No styles .. . no seasons. . . no 
obsolescence. Packed 12 sticks on counter display, as 
— shown, or 24 to a box for bin sales. Each stick in litho- 
A. ~ graphed metallic container, individually carded. Order 
ced of je from your jobber. 
» Care 
,” New - AMERICAN GREASE STICK £O., MUSKEGON, MICH. 
pT: 
pl 
TION. ai 
inven- 
plumb- 
) stock 
. Get 
, 1474 
THESE LEVELS AVAILABLE...NOW IN PRODUCTION 
— SAND’S CARPENTERS’ WOOD LEVELS 
LING “4 ae * sip. a. 
York ae i 
1-314, No. 678—24”, 26”, 28”, 30”x2%”x1%” I Plumb, 1 Level, No. 118—24”, 26”, 28”, 30” x 2%” x 1%” 2 Plumbs, 
street, Round Top Sight, Protected glasses. Weight 1% lbs. 2 Levels, Protected glasses. Weight 1%” lbs. 
\GE 
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With WRIGHT products in 
the front lines—shipments to 
the home front have neces- 
sarily been curtailed; but with 
the dawn of VICTORY there 
will come back in still greater 
volume, woven wire in the high 
standard that WRIGHT has 
set for the industry. 


V/ hi, YELL LL LL 


GF WRIGHT 


STEEL & 
WIRE CO. 


WORCESTER*: MASS. 
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Once you place a 
he's sold. 
greater satisfaction. 


enter, 
ives 
lends for you. 





THE “GREYHOUND” MAKES FRIENDS EASY 


"Greyhound" in the hands of a car- 
No other saw has more appeal— 
Quality that will make 


OHLEN-BISHOP MFG. CO., 901 Ingleside, Columbus, Ohio 
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Genui" DOMES of SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 





40c SET-10c SET-10c SET 


Atk 


DOMES of SILENCE, Inc., 









your Jobber 


Look for name 
‘Domes of Silence” 


SAVE FURNITURE 
& FLOORS - CREATE QUIET 





lf 


35 Pearl S 


Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


| Allen Mfg. Co., 


| Central Tool Co. 





Aidwentirensa 





Allen & Co., 
Nashville, Tenn. 
American Chain & Cable Co., Inc. 
American Chain Div. .......... 
American Fork & Hoe Co........ 
American Grease Stick Co. 

or apg Molded Products Sales 

Ms. 


American Shearer Mfg. Co.. 
Ames Baldwin Wyoming Co 
Armstrong Bros. Tool Co. 
Auto City Plating Co... 
Automatic Products Co. 
Autoyre Co., The 


Barr Rubber Products Co. 
Benjamin Air Rifle Co.... 
Berea Abrasives ............--- ' 
Blaisdell Pencil Co....... és 
Brooks & Sons, M. S........ 
Brown & Sharpe Mfg. Co. 


| Century Metalcraft Corp......... 





Chicago Die Casting Mfg. Co. 
Chicago Spring Hinge Co... 
Chisholm-Ryder Co. ..... 
Cleveland Chain & Mfg. Co. 
Columbian Rope Co. ..... 
Cooper Mfg. Co. 
Crescent Tool Co. ........ 


D 
Disston & Sons, Inc., Henry.. 
Domes of Silence .............. 
Dri-Kleen Co. 
Durham Co., 


E 
Economaster Products Co. 
Electro-Line Fence Co. 
Enterprise Mfg. Co. of Pa. 


- 
Fairmount Tool & Forging Co. 
Farreli-Cheek Steel Co. ... 


| Formica Insulating Co. .. 


GS 
Grand Home Appliance Co. 
Greenlee Tool Co.............++-- 


| Hanson Scale Co. 


Heller Bros. Co. 
Hickey Sales Co. ........ 
Hodell Chain Co. ... 
Holley Chemical Co.... 
Hotstream Heater Co. .. 


1 
Independent Lock Co. 


J 


| Jennings Mfg. Co., The Russell... . 


Johnson Steel & Wire Co., Inc.... 


K 
Klein & Sons, Mathias .......... 
L 
Larson Co., Charles O............ 
Lindemann, A. J. & Hoverson Co. 
Lloyd Products Co. .............. 
M 
Master Metal Products, Inc....... 


Mayes Bros. Tool Mfg. Co., Inc... 
McGill Metal Products Co....... 


56 
95 


% 
9 


16 
84 
14 
88 
1 
12 
93 


19 
87 
87 


12 
61 


oo 


5! 
28 


79 
93 
82 
75 


35 


24 
79 





| McKee Glass Co. ........ ; “a = 
Merchandise Mart, The ... . & 
Miller, Inc., Robert E..... — = 
Milwaukee Lace Paper Co... ~ = 
Myers & Bro. Co., F. E... . 63 
N 
National Mfg. Co.............. . 8 
National Screw & Mfg. Co....... 9 
Nicholson File Co. ............... 30 
Norton Lasier Co. ... ra oo 
° 
Ohlen Bishop Mfg. Co. on ae 
Oxford Tool Co. Ye anid .. 88 
P 
Paine Co., The ...... P 82 
Pearl-Wick Corp. ...... 23 
Poe, we, Oe Gy wuskcs % 
Premax Products Div. ..... 89 
gr 8! 
Puritan Cordage Mills ........... 8 
R 
Raybestos-Manhattan, Inc. (In- 
dustrial Sales Div.)............. 9% 
Remington Arms Co., Inc......... 47 
Research Products Corp.......... 60 
Richards-Wilcox Mfg. Co........ 29% 
Roper Corp., Geo. D. .. isi ae 
Royal Electric Co., Inc.. 7 
Russell, Burdsall & Ward Bolt & 
Nut Co 
Ss 
Sammann Co., Harold P... sa 
Sand's Level & Tool Co............ 9% 
Savogran Co., The ....... «oe 
Schatz Mfg. Co. ........ ~~ 
Schollhorn Co., William ous ae 
Shapleigh Hardware Co. oon 
Sher & Peachin ......... ante 
Smith, Inc., Landon P............. 93 
errr reer Terre 13 
Solo Products Corp. ............ 87 
Southington Hdwe. Mfg. Co...... 92 
BR TE cn csevicced wee 
Star Safety Razor Co........... 80 
I sk cinntnnsdedonssenas 91 
Sunlite Mfg. Co. .............0065 25 
Superior Fastener Corp........... 88 
T 
Tennessee Enamel Mfg. Co....... 85 
Tennessee Valley Associates....... 85 
Taaiile Wille GOP... .cccsesseas 5! 
Toxite Laboratories .............. 53 
Troy File Works ........... ae 
Turner Brass Works, The... a ee 
U 
Union Hardware Co. ........... 26 
United States Plywood Co. (Wald- 
8 eee ree rere 76 
United Stove Co. .......-...---+- 10 


Utica Drop Forge & Tool Corp.... , 8 


v 
Vaughan & Bushnell Mfg. Co..... 83 
Vaughan Novelty Mfg. Co....... 9% 
w 
Weather Seal Co. . ineeeunede Lae 
Weaver Pres-Kloth Co. .......... % 
Whitlock Supply Co....... cioce 
Wiss & Sons Co., J. .. x Sas | 
. S| | rere 22 
Wooster Brush Co. ............. 2 


Wright Steel & Wire Co., G. F... % 
Wrought Washer Mfg. Co. 
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To Go “OVER THE TOP’ in 1944: 


IN THE WAR - IN YOUR BUSINESS - - 


1. Buy War Bonds, Service the repeat busi- 
2. Give Blood, ae ness calling for cal. 177 
3. Support Rationing, Servers Pace ses and cal. .22 Benjamin 


PREVENT LOSS o COMPRESSION, AS Sere 
AND ACCURACY HALL RIFLED AR 


4. Make the most of what \ AEBS A H-C Pellets — they are 
you have. available. 


BENJAMIN AIR RIFLE COMPANY — 1517 S. Eighth St., ST. LOUIS 4, MO. 














QUALITY i'%, 
‘LEADERSHIP 


No. 
C-2022 
Length 22° 
Width 8” 
Depth 9° 



















A 
ROYAL! 
there’s no other FUSE like it! 


Originators of: 
@ “Crystal” Glass-Top 
@ Tell-Tale Disc 


@ Hexagon Head 
(up to 15 amps) 
@ Packaging that Sells 






The Master line is a complete line of industrial tool boxes and 
mechanics’ chests. They provide everything you need,—in size, 
design and price, — to meet the demands of the steadily-growing 
army of tool users. Despite limited production, your jobber can 
probably obtain a few for you. 


o ¥ «# 


MASTER METAL PRODUCTS, INC., BUFFALO 4, N. Y. \ ELECTRIC COMPANY, INC. 


Mm N S T F iq g 0 X 5 S ! 95 GRAND AVENUE * PAWTUCKET, R. I. 





















GRAN PRODUCTS. 















Ask Your Jobber! ~— ‘avoGRM " « = : 
THE SAVOGRAN CO. | fe De Penne! TRYPEELL 

india Wharf, Boston, Mass. “4 / i Al \) 
. vat - : “ 





\ ae AND ALUMINUM ORIGINATED 1896 AND ALUMINUM a 
MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER * AND DURABILITY - CATALOG FOR 


mavestoots MAYES BROS.TOOL MANUFACTURING CO.. Inc. Poot Ausian, MicH. : 


1943 








DECEMBER 23, 








WATERPROOF 
WET BASEMENTS 


ON THE INSIDE 
DRYE | | 


as tl for basement and cistern leaks ON THE 
INS . « im concrete, brick or stone. Easy to 
, a Makes quick, durable repairs on cement and iron; 
silos, floors, etc. Successfully used by thousands. IMMEDIATE DELIVERIES. 


BUY FROM THESE JOBBERS 




















VAUCHAN NOVELTY MFG. CO., INc. 


"World's Largest Manufacturer of Can Openers and Bottie Openers "’ 


Indianapolis, ind. 

Hatfield Paint Co. 
Lancaster, Pa. 

The Steinman Hdwe. Co. 
Louisville, Ky 

Merchants & Mfrs.’ Paint Co. 


Baltimore, Md. Milwaukee, Wis. 
The Galloway-James Co. American Plumbing Supply Co. 
National Wallpaper Co. Mt. Vern | 
Service Paint & Poser Co. Ogletree Builders “Supply, Ine. 
a. i. 220 Sth Ave., New York City 
Jo och Material Co. “‘Betterby’’ 
a, 0. ah, 
The Louis H. Boice Co. Michael Hdwe. Co 
Kruse Hardware Co. Richmond, Va. { 
Columbus, 0. Bullington — Co. 
The Dean & Barry Co. Virginia-Carolina Hdwe. Co. 
Smith Bros. Hardware Co. Roanoke, Va. 
Denver, Colo. Nelson Hdwe. Co. 
Falby Paint & Hdwe. Co. Taunton, Mass. 
Fargo, N. D. The Pierce Hdwe. Co. 
Victor H. Leeby Co. Toledo, Ohio 
Ft. Wayne, Ind. — ctaser & Supply Co. 
The Rhoads-Morgan Co. D. C. 


Washing 
Capitol Walt Paper & Paint Co. 
Cincinnati, 0.; Decatur. t1.; 
Duluth, Minn.; Louisville, Ky. 
Sexe Williams ce 





MA ny iMeFcely & a Ltd. 


3211-25 CARROLL AVENUE CHICAGO, ILL., U.S.A. 


"Or Write" 4 E. Pearl Street 


WEATHER SEAL co. Cincinnati 2, Ohio 


* * * * BUY WAR BONDS AND STAMPS *©* *©* * * 

















| \ FARRELL-CHEEK 


| FIRE-FIRER 








SLICE BARS 
CLINKER HOOKS 
BACK-UP WRENCHES 


CLINKER TONGS 
ASH HOES 
CLINKER RAKES 





Good Quality, Practical Design, and Convenient 
Use Has Made The FIRE-FIXER Line The 
"LEADER" in Furnace Tools. 


ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: 


FARRELL-CHEEK STEEL CO. “2,3 


There is only one genuine Weaver 
“Pres-Kloth.” Nationally advertised 


and nationally famous. 


ASK YOUR JOBBER OR WRITE DIRECT TO 


WEAVER PRES-KLOTH CO., OMAHA, NEBR. 
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HARDWAR 


GUARDS. TH 
HOME FRON 


Program for a Patriot... 
“Patch it up and make it last’ 


Fixing things around the house or around the farm, 
which many people think of as a pleasant interlude from 
the real job at hand, is in reality a serious obligation 
in wartime. 

These repair jobs should be considered as ““musts”—a 
definite time set aside for getting them done. For they 
are an essential part of the home-front program—a 
patriotic necessity. 

However, screws, nuts, bolts and hundreds of other 
items must be available at the Hardware Store if worn 
and broken farm implements and household appliances 
are to be patched up and made to last for the duration. 

The Hardware Man must be allotted adequate stocks if he 
is to continue in his role as “Conservation Headquarters”. 


Jones Harp 





THE NATIONAL SCREW & MFG. CO., CLEVELAND, 0. 











SHAPLEIGH HARDWARE COMPANY 


ST.LOUIS 


Shapleigh National Series No. 2419 








